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NATIONAL BOARD SUPPORTS 
APPLICATION OF RAILROADS 
FOR AN INCREASE IN RATES 


Fire Companies Have Investment of 
$600,000,000 in Securities 
of American Roads 


—_—_— # 
LARGE COMMITTEE IS NAMED 





Leading Company Executives to 
Co-operate with Other Business 
Men in This Problem 





The executive committee of the Na- 
tional Board of Fire Underwriters at a 
meeting last week threw the weight of 
the extensive railroad investments of the 
fire insurance companies into the scales 
in behalf of the application of the rail- 
roads for an increase in their freight 
rates. A resolution adopted by this com- 
mittee points out that the membership 
of the National Board of Fire Under- 
writers holds approximately $600,000,000 
of railroad bonds and stocks, the invest- 
ment rating of which is vitally depend- 
ent upon improved railroad revenues. 
The resolution reads as follows: 


“Whereas: Continued declines in rail- 
road traffic and earnings have produced 
an acute transportation crisis. Railroad 
emnloyment has been drastically curtailed 
through lay-off and part time, despite a 
general maintenance of the wage scale. 
Railroad purchases of materials and sup- 
plies for additions, betterments and 
maintenance of way and equipment, nor- 
mally aggregating approximately one- 
sixth of the total purchases of the coun- 
try, have been reduced nearly 75%. 

“Despite all reductions in operating 
expenses consistent with the safety and 
adequacy of national transportation serv- 
ice, the railroads thus far for 1931 have 
earned a return of only slightly more 
than 2% on the investment value of 
their properties. Such a return indi- 
cates that in many cases railroad earn- 
ings will not be sufficient to fulfill the 
legal requirements imposed by many 
states upon certain classes of large in- 
§ vesting institutions. 

Bad Effects of Rail Income Decline 

“As failure to earn such legal require- 
ments would impose a limitation upon 
the market for railroad securities which 
would seriously endanger the credit of 
the railroads and the market value of 
their bonds and stocks, impairing their 
ability to raise the capital necessary for 
the continuation of adequate transpor- 
tation service, a continued decline of 
their revenues must force them further 
to curtail employment and _ purchases, 
with the resulting detrimental effect up- 
on the economic situation and the quality 
of service rendered by the carriers. 

“Therefore, it is the sense of the ex- 
ecutive committee of the National Board 
of Fire Underwriters, with approxi- 
mately $600,000,000 invested by its mem- 
bership in railroad bonds and stocks, that 
every effort should be made to improve 
tailroad revenues; that the financial sta- 


(Continued on Page 32) 
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PHOENIX 


Assurance Company, Ltd. 
of London 
150 William Street, New York 


A Corporation which has stood the test 
of time! 149 years of successful business 
operation. World-wide interests. Abso- 
lute security. 








DEPENDABLE Excellent Service and Facilities 


Established 78a ° 
INSURANCE 


Indemnity Company 


55 Fifth Avenue, New York 
Metropolitan Department, 150 William Street 






































“Triumphant O’er Our Fears’! 


Thou, too, sail on, O Ship of State! 

Sail on, O Union, strong and great. 
Humanity, with all its fears, 

With all its hopes of future years, 

Is hanging breathless on thy fate. 

We know what master laid thy keel, 

What workmen wrought thy ribs of steel, | 
Who made each mast and sail and rope, ~ 
What anvils rang, what hammers beat, 

In what a forge and what a heat 

Were shaped the anchors of thy hope. 


Fear not each sudden sound-and shock, 
’Tis of the wave, and not the rock; 

’Tis but the flapping of the’ sail, 

And not a rent made by the gale. 

In spite of rock and tempest roar, 

In spite of false lights on the shore, 

Sail on, nor fear to breast the seas,— 
Our hearts, our hopes, are all with thee, 
Our hearts, our hopes, our prayers, our fears, 
Our faith, triumphant o’er our fears, 
Are all with thee, are all with thee! 


THE PENN MUTUAL LIFE INSURANCE CO. 


WM. A. LAW, President 


Independence Square PHILADELPHIA 
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BRITISH GOVERNMENT MAKES 
BROAD CHANGES IN NEW DOLE 
BILL 10 CORRECT ABUSES 


Considerable Power Placed in 
Hands of Minister of Labor 
by New Measure 


SEEK GREATER DISCRETION 


Sets Up Advisory Committee; 
Large Savings From Re- 
moving Anomalies 

















The text of the British Government’s 
bill for the removal of unemployment in- 
surance anomalies has just been issued. 
It proposes that the so-called “dole 
abuses” shall be dealt with by regulations 
made by the Minister of Labor after 
consultation with an advisory commit- 
tee. 

Very considerable powers are placed in 
the hands of the Minister of Labor by 
the bill. He may, in relation to certain 
specified classes of persons: 

Impose additional conditions for the 
receipt of benefit; 

Restrict the amount and period of ben- 
efit; { 

Make modifications of the Unemploy- 
ment Insurance Acts, relating to the de- 
termination of certain claims. 

Drafts of regulations made by the min- 
ister are to be submitted to the advisory 
committee, whose report upon them will 


be laid before both houses of Parlia- 
ment. 


Classes Affected 


The classes of insured people to whom 
the new restrictions may apply are: 


(a) Persons receiving earnings or 
other payments considered to be substan- 
tial. 

(b) Persons whose employment is nor- 
mally a seasonal one. 

(c) Persons whose jobs normally oc- 
cupy not more than two days a week. 

(d) Married women who in a period 
to be prescribed have paid less than a 
number of contributions to be described. 


Advisory Committee 


The bill proposes to set up an advisory 
committee within six weeks of the pass- 
ing of the act, consisting of a chairman 
and eight. other members, who shall be 
appointed by the minister, and shall hold 
office for such period from the date of 
their appointment as the Minister may 
think proper. 

Of the eight members, three shall be 
appointed by the Minister after consul- 
tation with the general council of the 
Trades Union Congress, three after con- 
sultation with the National Confedera- 
tion of Employers’ Organizations, and 
one after consultation with the Treasury. 

The Minister will have power to termi- 
nate the appointment of any member of 


(Continued on Page 7) 
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MONEY 











Put not your trust in money, but put 
your money in trust.—Holmes. 


Wisdom, knowledge, power, — all 
combined.—Byron. 


The use of money is all the advantage 
there is in having money.—Benjamin 
Franklin. 


What a dignity it gives an old lady, 
that balance at the bankers! How 
-tenderly we look at her faults if she 
is a relative; what a kind, good- 
natured old creature we find her!— 
Thackeray. 


DECLARE A 
WORK 
MORATORIUM 
AT 
AGE 60 





SEE THE WORLD AT 60 


with 


$5000.° CASH. 


*based on present dividend scale 


And an Income of $1300 A Year as Long as You Live 


SAVE ONLY 


2" 


MONTHLY, 


starting at age thirty. In addition you 
will have the same assurance of cer- 
tainty that accompanies the perform- 
ance of a great life insurance company. 


THE NEW 


MASSACHUSETTS MUTUAL 


RETIREMENT 
ANNUITY 


through— 


—Organized Service— 
THE KEANE-PATTERSON AGENCY 


225 WEST THIRTY-FOURTH STREET, NEW YORK CITY Telephone Chickering 2384 


BRONX DIVISION 
566 Courtlandt Avenue 
Tel.: Melrose 2225 


WHITE PLAINS BRANCH 
226 Main Street 
Tel.: White Plains 9086 


LEYENDECKER BRANCH 
225 Broadway 
Tel.: Barclay 3670 
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EMPLOYMENT STABILIZATION 


Since the stock crash which occurred 
during the latter part of 1929 the sub- 
jects of unemployment and _ possible 
methods of alleviating present unemploy- 
ment ills and preventing’ or minimizing 
unemployment in the future, have be- 
come topics of increasingly absorbing 
interest. Many editorials, papers and 
books have been written on these and 
related subjects. 

The following are some of the more 
important facts that have been brought 
out in various discussions and writings: 

(a) The voluntary efforts of industry 
have been and, from present indications, 
apparently will continue to be powerless 
to prevent general unemployment. 

(b) Voluntary industrial unemployment 
insurance plans and/or _ stabilization 
funds, although successful in individual 
instances, cannot be expected to be 
adopted generally. 

(c) It is doubtful whether unemploy- 
ment insurance by private insurance car- 
riers is feasible. At best, insurance by 
private carriers cannot cover successfully 
all types of unemployment. 

(d) The industrial worker is primarily 
interested in assurance of employment 
rather than unemployment insurance. An 
ounce of prevention is certainly worth a 
pound of cure. 

(e) The placing of too much emphasis 
on the possibility of unemployment in- 
surance may result in giving too little 
attention to the necessity of stabilizing 
employment conditions. 

(f) Many suggestions have been made 
in various forms for the establishment 
and maintenance of stabilization funds 
or reserves. The industries in at least 
one locality have instituted such a re- 
serve fund made up of contributions of 
the participating companies. 

(g) Compulsory state unemployment 
insurance is undesirable. 

(h) Many industrial corporations set 
up reserves during periods of prosperity 
to take care of dividend payments during 
periods of industrial depression. The 
question has been raised repeatedly 
whether it is not equally logical and 
feasible for such corporations to set up 
reserves during periods of prosperity to 
relieve unemployment during periods of 
industrial depression. 

Disadvantages of Suggested Plans For 
Unemployment Insurance and Em- 
ployment Stabilization Funds 
One of the chief weaknesses of most 
of the suggestions that have thus far 
been made for employment stabilization 
funds is that no provision has been made 
for machinery that would effectively put 
such a plan into operation for all indus- 
trial organizations. Human nature be- 
ing as it is, and competitive conditions 
being as they are, it does not appear that 
we can expect any effective solution from 
voluntary action of employers. One of 
the principal disadvantages of all sug- 
gestions thus far made for unemployment 
insurance and/or stabilization funds is 
that the expenses of administering any 
of the plans suggested would be very 
high—in fact, almost prohibitively high 

in a great many instances. 
. The plan of compulsory personal sav- 
ings (which was recently proposed), 


‘THROUGH 


An INSURANCE FUND 


A Simple Plan for Establishing and Administering an 
Employment Stabilization Fund for All Employers 


By Grady H. Hipp 


however meritorious in other respects, 
involves problems of administration that 
would make it entirely too complicated 
and expensive in operation. 

Need For a Stabilizing Influence 


Just as a mechanical governor is nec- 
essary in the operation of any piece of 
machinery, so it would seem that a “gov- 
ernor” or stabilizing influence of some 
sort is necessary to regulate the rise and 
decline of business prosperity. History 
furnishes ample proof of the fact that 
such a stabilizing influence has been ab- 
sent from business generally in the past. 
Modern business has become so compli- 
cated that the absence of such a stabil- 
izing influence produces more and more 
demoralizing effects as periods of busi- 
ness depression recur at irregular inter- 
vals. 

There is a fundamental weakness in 
human nature which causes us in times 
of prosperity to overlook or else greatly 
discount the fact that prosperity may not 
continue indefinitely. We are not dis- 
posed in times of prosperity to look 
with favor upon any proposal that would 
put a brake on the wheels of industrial 
activity, but we rather incline to post- 
pone until adversitv actually strikes us 
any consideration of what should prop- 
erly be done to stabilize our own busi- 
ness or industry generally. There is 
much philosophic truth in the homely 
story or fable of the lazy Arkansas farm- 
er, who when queried regarding a hole 
in the roof of his house stated that he 
never found an opportune time to repair 
it because when it did not rain the hole 
did not leak and that when it rained he 
could not work on the repairs. 

There is a view held in some quarters 
that individuals should work out their 
own problems and make their own read- 
justments and shifts. This has ~ been 
called a doctrine of hard work. 

The so-called equilibrium view relies 
upon the automatic forces of the market 
places to restore equilibrium when it has 
once been broken rather than looking 
to governments and to central banks to 
guide and control the processes of re- 
equilibration. 

The various forces at work in industry 
will doubtless in the long run bring busi- 
ness back to “normalcy.” However, it 
seems that the process is too long drawn 
out and the economic waste is too great. 

It seems to me that some steps of a 
very simple nature should be taken to 
prevent or at least reduce unemployment 
to a minimum and to aid in the restora- 
tion of any line of industry that shows 
signs of business depression or disorgan- 
ization. 

Need For a Simple Basis of Accumulating 
Data For Future Guidance 

One of the most important objects to 
strive for at the present time is the 
adoption of a comparatively simple plan 
which will enable business to accumulate 
the necessary experience to be used as a 
basis for working out the ultimate solu- 
tion of the many difficulties that face 
the business world today. 

In view of the present state of the 
popular mind, it seems almost inevitable 
that some sort of legislation will be 


enacted for unemployment insurance or 
compulsory reserve funds. It is extreme- 
ly unlikely that legislation enacted un- 
der such conditions, and providing for 
any complicated administrative procedure 
or system, will prove to be entirely sat- 
isfactory or even reasonably satisfactory 
as a starting basis. It would therefore 
seem highly desirable to concentrate up- 
on some simple plan which will not com- 
mit the state or country to any compli- 
cated scheme which will be extremely 
burdensome and expensive in operation 
and which may not prove satisfactory in 
actual practice. 

With the present intense feeling on 
the part of nearly all people regarding 
unemployment conditions and in view of 
the great thought and study that has 
been given to the subject by many public 
officials, economists, statisticians, actu- 
aries and others, it is doubtless true 
that even if a practically perfect plan 
were proposed today, it would be severe- 
ly criticized by many people holding op- 
posing views. 

The Proposed Plan 


I wish to suggest the following simple 
plan for consideration: 

Require all employers to contribute a 
specified percentage of their payrolls to 
a central bureau. The percentages of 
contribution may be varied according to 
lines of industry. It may be desirable 
to exempt from the plan employers with 
very small payrolls. 

The percentages of contribution may 
be increased progressively as business 
prosperity increases, thus acting as a 
brake to slow down industry when pros- 
perity is being forced along too fast. 

The. workmen’s compensation insur- 
ance carriers furnish a ready means of 
collecting these contributions to an em- 
ploymenf stabilization fund. The contri- 
butions to such a fund could be collected 
on separate bills or as a separate item 
on the regular bills for workmen’s com- 
pensation premiums. The insurance car- 
riers would remit these contributions to 
the central bureau. 

Each employer would be credited by 
the central bureau with the amount of 
his contributions. He might also be 
credited with interest on his compulsory 
savings at a low rate provided the ex- 
penses of the central bureau permit. 

The expenses of the central bureau 
(which might be located in the Labor 
Department) would doubtless be consid- 
erably less than the interest earnings on 
the funds held by it. 

The plan would provide that whenever 
a depression occurs in any line of indus- 
try, a certain amount or percentage of 
the savings of each employer in that in- 
dustry would be returned to him depend- 
ing upon the severity and perhaps dura- 
tion of the depression. Such refunds 
could be continued for a specified length 
of time and perhaps at an increasing 
rate. 

If the depression should be sufficiently 
severe and of sufficient duration, ulti- 
mately all of the funds belonging to any 
individual employer would be refunded 
to him. 

While the plan contemplates that it 
would be simply a scheme of compulsory 

















GRADY H. HIPP 


Grady H. Hipp, actuary of the New 
York State Insurance Fund and formerly 
actuary of the New York Insurance De- 
partment, has been prominent on com- 
mittees and in other ways in connection 
with many of the most important insur- 
ance problems in recent years. He headed 
the committee of department actuaries on 
disability and had a large part in the 
hearings leading up to the amendment 
of Section 97 of the New York Law on 
expense limitation. 





savings for employers under which the 
funds of each employer would be cred- 
ited to him and would be paid out only 
to him, the plan might later be amended 
so as to provide for a general stabiliza- 
tion fund which could be used for the 
relief of certain lines of industry that 
might be worse hit in any partial or 
complete business depression. Such a 
general fund micht be built up from con- 
tributions of employers and/or the state. 

The central bureau should be in charge 
of a practical and well-trained economist 
and statistician. 

The plan would begin to function be- 
fore a depression became general. In 
other words, as soon as a depression hit 
any particular line of industry with a 
sufficient degree of severity, funds would 
immediately begin to flow to employers 
in this line of industry. In this manner 
we would probably have a situation 


where some employers would be contrib- , 


uting to their deposits in the stabiliza- 
tion fund while others would be with- 
drawing funds from their deposits. 

Large employers who adopt satisfac- 
tory plans of unemployment insurance or 
who establish satisfactory plans for em- 
ployment stabilization funds would be 
excepted from the operations of the gen- 
eral plan. Likewise, employers who 
might obtain satisfactory unemployment 
insurance in insurance carriers would 
also be excepted from the general plan. 

In a nutshell, the proposed plan is a 
method of compelling the employers to 
save money during prosperous periods 
which will become available to them when 
the line of business in which they are 
engaged experiences a depression. 

The plan involves a fundamental as- 

(Continued on Page 7) 
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Equitable Society Agents 
Show Work Wins Results 


New York Fieldmen Honor: Vice - President 


W.W. Klingman by Writing During Ten-Day 


Campaign Five Times Their Average Pro- 


duction; “Close More Business Than All 
Other Equitable Agencies Combined 


Starting ott-confidently the first of 
June to prove that hard work will bring 
results in these or any other times, New 
York City representatives of the Equita- 
ble Society proceeded to prove their the- 
ory with a vengeance. Paying tribute to 
Vice-President W. W. Klingman in a 
ten days’ “Work and Win” campaign 
they wrote 10,638 applications for a total 
of $74,466,000 of new business. In so do- 
ing the.-New York..agents glosed five 
times their average number of’ applica- 
tions fora similar period and wrote more 
insuranée ‘than all other” Equitable agen- 
cies in the country combined. 

Although the results may naturally be 
conceded to be a personal tribute to a 
well-beloved Equitable executive, they 
indicate also a far more important and 
significant thing. Namely, that enough 
effort put forth in a time of depression 
will beat the depression. The Society 
feels that general business can take heed, 
that if a life company can do such a 
thing other companies can use similar 
methods to advantage.. “Sales Manage- 
ment,” widely read sales magazine, feels 
much the same way and has asked the 
company for a detailed story of the re- 
markable campaign, intending to print it 
as a proof to sales executives that what 
business needs today is a greater appli- 
cation of effort. 

Klingman Record a Spur 

Of course the opportunity of paying 
honor to Vice-President Klingman added 
plenty of zest to the agents’ work. They 
knew that years ago he had conclusively 
proved that “work will win.” They knew 
that in March, 1927, Mr. Klingman, then 
a manager for the company, went out 
personally in Minneapolis and St. Paul 
and hung up this record. . Calling .on 
fifty-seven prospects, he wrote applica- 
tions on seventeen of them, ranging in 
amounts from $5,000 to $400,000, for a 
total of $1,350,000 in volume. He made 
thirty phone calls before he got his first 
appointment and worked hard two full 
days before he got his first application. 

The Equitable agents. also recalled the 
Klingman achievement of 1914, and were 
definitely challenged by this slogan: “In 
1914 W. W. Klingman had an .applicant 
examined every.day for 120 days.in a 
Minnesota town of 13,000. .Can you pro- 
duce an app a day for ten days in a 
metropolitan city with a population of 
7,000,000 ?” 

Victory Dinner Is Held: 

All agents who accomplished the feat 
of writing ten applications ‘during ‘the 
ten day period were invited by the com- 
pany to bring their wives to a gala “Vic- 
tory Dinrier” in Mr. Klingman’s honor. 
About 1,000 turned out Tuesday évening 
for the affair held in the Hotel Astor, 
this number including President Thomas 
I. Parkinson and other company execu- 
tives. In addition to the New Yorkers 
present there attended also honor agents 
from the Boyce Agency of Syracuse, for 
this agency has done an outstanding job 


during the campaign period, forwarding 
to the home office 486 applications for a 
total of $2,250,000. 

William G. Fitting, president of the 
Equitable New York Board of Managers 
(which had sponsored the campaign), 
presided at the dinner and delivered the 
address of welcome. Other speakers were 
Samuel Karsch, agency manager, who 
paid tribute to the leadership of Mr. 
Klingman; W. W. Klingman, who re- 
sponded and thanked the agents for their 
fine work; and President Parkinson, 
who talked on “The Inspiration of Work 
Well Done.” Mr. Parkinson pointed out 
that an: important value of the results 
which the agents had achieved was the 
mental attitude they had engendered 
among themselves and their associates. 


Maran Writes 107 Apps 


Many awards were announced at the 
dinner by Mr. Fitting. George Maran 
of the Ford Agency was congratulated 
for writing 107 applications during the 
ten day period, thus being the leading 
individual producer of the campaign. The 
Samuel Karsch Agency was agency lead- 
€r in average. production per man, 
Karsch agents writing an ‘average of 10.8 








Inspired Great 
Production Record 














W. W. KLINGMAN 


applications. The Ford Agency was the 
leader in number of applications, having 
produced a total of 1,037 during the pe- 
riod. A framed and autographed photo- 
graph of Mr. Klingman was presented to 
the leading agencies and to the leading 
producers of each agency, together with 
a commendatory letter. 

William J. Dunsmore, who directed the 


campaign, was given a rising vote of: 


thanks at the dinner. 

Several of the evening’s speakers 
referred to the fact that the achievement 
of the New York agents was all the 
more remarkable because other Equitable 
agencies in the country had had the 
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Measured by Net Results— 


Truest gauge of a Company’s rate of 
progress is its ratio of gain in insurance 


in force to sotal in force. 


Applying this measuring-rod to the 
1930 record, The Guardian ranks first 
among the 24 leading life companies 
licensed in New York State, having a 


half-billion or more insurance in force. 


THE GUARDIAN LIFE 


INSURANCE COMPANY of AMERICA 


- NEW YORK CITY 








stimulus of the same campaign material 
and had turned in fine production during 
early June. An unusually good concur- 
rent production was registered by the 
agencies of the Southern Department. 

The dinner was one of the most en- 
thusiastic that the Equitable has ever 
sponsored. Music by Jack Berger’s or- 
chestra helped enliven things during the 
course of the evening. 

Amazing Life Story of “Wash” Klingman 

It is easy to understand why Equitable 
agents responded so whole-heartedly to 
the Klingman campaign. It was their 
expression of admiration for his quali- 
ties of leadership and industry. The 
Society held up Mr. Klingman’s record 
as a personal producer throughout the 
campaign as an example of what can be 
done against heavy odds. 

Amazing is the word which best de- 
scribes Mr. Klingman’s life story, a story 
which was well told in the American 
Magazine of September, 1929. Here are 
some extracts: 

“Whether you take it from the in- 
spirational novels of Horatio Alger or 
from the hard uphill pull in the real life 
of Washington W. Klingman, the secret 
of success is Work. 

“As a rawboned lad of ten he began 
to sweat over stubborn Nebraska corn- 
hills with a hoe, the breadwinner of a 
frontier family—his father an invalid and 
unable to work, his mother looking to 
him for comfort and guidance. 

“At fourteen, clad in overalls, he went 
‘blind, baggage’ to Red Oak, Iowa, seek- 
ing help for his stricken neighbors whose 
burnt fields and empty bins were the 
scourge of a four-year drought. He 
brought back five carloads of clothing, 
food, seed-grain, medicine and shoes! 

“Later, between ‘spells’ on the farm, he 
drove drummers about the countryside in 
his horse and buggy, snatching an edu- 
cation from borrowed books at night. 
He studied the methods of good sales- 
men and went into life insurance. In 
his first year, by hard work, he earned 
$6,000 in commissions. 

How He Overcame Paralysis 

“Pursuing success relentlessly, ‘Wash’ 
Klingman took a ‘flier’ in a Texas land 
boom—and was wiped out. On top of 
this, with a growing family of his own, 
his health failed—he became partly par- 
alyzed and couldn’t walk. With bor- 
rowed money, he went to a noted sur- 
geon 150 miles away and a month later 
walked all the way back, selling life in- 
surance on the way. When he got home 
he had earned enough money to pay off 
his debt and to buy a new horse and 
buggy. A year later, through hard work, 
he was the biggest personal producer 
for the company he was then with. 

“Wash’ Klingman joined the Equita- 
ble in 1913, at New Ulm, Minn., later 
moving his headquarters to the little 
town of Mankato, Minnesota, with a 
population of 13,000. In 1914 by hard 
work he wrote $1,125,694 of personal bus- 
iness and hung up a record of having an 
applicant examined for life insurance 
every day for 120 days! 

“In 1915 Mr. Klingman was made man- 
ager of the Equitable’s St. Paul agency, 
which was then paying for $3,000,000 a 
year. In 1928, when he was called to 
the home office as second vice-president, 
the St. Paul Agency was producing the 
phenomenal amount of $39,000,000 of or- 
dinary paid business a year. ‘Wash’ 
Klingman’s example had sold the slogan 
that Hard Work Wins.” 

In May of this year Mr. Klingman was 
advanced by the Equitable from second 
vice-president to vice-president. He has 
charge of the agency division of the 
company. 


Karsch Campaign Methods 

Methods used by the Samuel Karsch 
Agency indicate how seriously Equita- 
ble fieldmen took the campaign. This 
agency did an outstanding job, recording 
100% participation and a total of 848 
cases, of which 704 were examined within 
the allotted period. The agency’s aver- 
age number of examined cases per rep- 
resentative under contract was 10.8, and 
the total volume produced was $4,162,500. 

Manager Karsch fired his organization 
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Ken H. Mathus Made 
Publications Editor 


WITH CONNECTICUT MUTUAL 





Editor of ConMuTopics Well Known in 
Insurance and Advertising Circles; 
R. C. Berger, Ass’t Editor 





President James Lee Loomis of the 
Connecticut Mutual Life announces that 
Kenilworth H. Mathus has been ap- 
pointed editor of publications. In his 
new position Mr. Mathus succeeds in 
this work E. Chester Sparver, recently 
made director of agencies for the Reli- 
ance Life, Pittsburgh. 

Kenilworth H. Mathus first started in 
life insurance, after experience in news- 
paper and advertising agency work, as a 
salesman in the Providence agency of the 





KENILWORTH H. MATHUS 


Penn Mutual Life. He later became ad- 
vertising manager of the United Life & 
Accident and on September 1, 1925, en- 
tered the agency department of the Con- 
necticut Mutual Life with duties along 
advertising and sales promotion lines. 

The company’s monthly magazine of 
salesmanship, ConMuTopics, has been 
developed and brought to its present po- 
sition among the best known insurance 
publications under his direction. For 
some time past, Mr. Mathus has been 
in charge of all publication, advertising 
and sales promotion activities of the 
Connecticut Mutual. 

Mr. Mathus is well known in adver- 
tising and insurance circles as a writer 
on business problems. He is the author 
of “The Eyes Have It, In Selling Life 
Insurance,” a volume which pioneered in 
advocating the use of graphic and visual 
sales aids in the life insurance field. 
Nearly nine thousand copies of this book 
have been sold to date. He is also the 
author of another volume of “sales dia- 
logues” soon to be published. Articles 
from his pen have appeared in the Lit- 
erary Digest, Printers Ink, Postage & 
the Mailbag, and many of the leading 
insurance magazines, both in this coun- 
try and abroad. 

Mr. Mathus has been active in the 
work of the Chamber of Commerce and 
the Insurance Advertising Conference, 
and is a member of the Life Group De- 
velopment Committee of the latter body. 
He is a director of the Hartford Adver- 
tising Club, and was formerly chairman 
of the Hartford Advertising Club, and 
was formerly chairman of the Hartford 
House Organ Editors. He is a graduate 
of Brown University; a member of Phi 
Delta Theta fraternity; chairman of the 
publicity committee of Central Baptist 
Church and secretary of the Brown Uni- 
versity Club of Hartford. 

Royden C. Berger, of the company’s 


(Continued on Page 11) 
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Policyholders Gave Rights! 


The successful salesman of life 
insurance recognizes the truth that 
his duty toward a prospect does not 
end with the delivery of the policy. 


He believes in the Service Call— 
and for good reasons. 





He knows that his attention is 
appreciated and that when 
his policyholder’s income 
grows more protection will 


be needed. 





| The 
Prudential 


Insurance Company of America 
Home Office, Newark, New Jersey 


Epwarp D. Durrie.p, President 
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M. A. Linton President 
Of Provident Mutual 


JOINED COMPANY AS _ CLERK 








Well Known as Actuary and Also Agency 
Head of Company; Brilliant 
Speaker and Writer 





M. A. Linton, one of the best known 
actuaries and insurance company execu- 
tives in the country and one of the clev- 
erest speakers and writers among the ex- 
ecutives, was elected president of the 
Provident Mutual Life at a meeting of 
the company’s board of directors on 
Monday to succeed the late Asa S. Wing. 

Mr. Linton’s versatility is shown in the 
unusual combination of his executive du- 
ties. It is rare that an actuary functions 
in the agency department yet President 
Linton has been in charge of the Provi- 
dent’s agency organization and he has 





M. A. LINTON 


always had a keen interest in agency 
matters. Mr. Linton has been vice-presi- 
dent of the Provident Mutual since 1916, 
and has been in charge of sales for some 
time. He was born in 1887, was educated 
at Moorestown Friends School and 
Westtown School, and later was gradu- 
ated from Haverford College with the 
degrees of B.S. and M.A. He also took 
a post-graduate course at the Federal 
Polytechnic Institute of Zurich. 

Mr. Linton began his insurance career 
in 1909 as a clerk in the actuarial depart- 
ment of the Provident, but rose rapidly 
to become mathematician in 1913, associ- 
ate actuary in 1915 and vice-president the 
next year. He is a fellow of the Amer- 
ican Institute of Actuaries, the Institute 
of Actuaries of London, and the Actua- 
rial Society of America, of which he is 
now vice-president. He is noted through- 
out the country for his graphic talks to 
underwriters, civic and trust company 
groups. 

His increasing interest in the produc- 
tion problems of life insurance dates 
from his chairmanship of the executive, 
committee of the Life Insurance Sales 
Research Bureau. He has done pioneer 
work in the analysis of life agency re- 
turns, and his publications and magazine 
articles have had a wide distribution. He 
is a firm believer in co-operative adver- 
tising and other institutional co-opera- 
tion as methods to further the national 
sale of life insurance. 

He is a member of the represeniative 
meeting of the Society of Friends in 
Philadelphia, the board of managers of 
Haverford College, the Phi Beta Kappa 
Society, chairman of the board of 
Moorestown Friends School and presi- 
dent of the Church Federation of 
Moorestown. 

Mr. Linton is a member of the Pine 


(Continued on Page 9) 
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One of the most important elements of any inspection 
report is a consideration of the environment in which the 
risk lives and works. No matter what the type of cover- 
age, a man may be judged, within reasonable limits, by 
the company he keeps. 

Surveying the residential and occupational environ- 
ment is a standard requirement of every inspection. 
It is not enough to know that a man lives at 
10,000 Smith Avenue. It is necessary to go further 
and determine what sort of neighborhood surrounds 


this address. As a residential neighborhood, is it Sd 
vor 


good, medium, fair or poor? Is it the operating 






THE INSPECTOR 
SURVEYS THE 
ENVIRONMENT 










theatre of gangs and rackets? Are living conditions 
sub-standard, unhealthy, hazardous? Or is this neighbor- 
hood the dwelling place of sober, respectable citizens 
with the fear of God in their hearts? All these things 
the Inspector has in mind and he is trained to cover 
them carefully. ie 

The nationwide facilities of The Hooper- 
Holmes Bureau are devoted to the compiling 
of Moral Hazard Inspection Reports for in- 
surance underwriting, credit, commercial 


7 and employment purposes and claim reports. 


Established 1899 


THE HOOPER-HOLMES BUREAU, Inc. 
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Unemployment Insurance Plan 


(Continued from Page 3) 


sumption that employers generally will 
use the funds (made available to them 
in slack business periods) for the direct 
or indirect payment of wages or unem- 
ployment benefits. This seems to be a 
reasonable and sound assumption. Funds 
used for the benefit of their own or some 
other business will automatically tend to 
keep labor employed and thus to keep 
unemployment down to a minimum. If 
experience should demonstrate the de- 
sirability or necessity of a feature of 
compulsion, such a feature could be add- 
ed to the plan at that time. In my opin- 
ion, employers can be depended upon to 
use in a proper manner the greater part 
of funds made available to them before 
a depression becomes general and wide- 
spread. Ordinarily, the supply of work- 
ing capital or funds becomes abundant 
or excessive only after a general and 
widespread depression has robbed busi- 
ness men of their optimism. Funds 
should be made available before employ- 
ers reach the stage of widespread de- 
pression of mental outlook. 


Advantages of the Proposed Compulsory 
Employment Stabilization Plan 


Some of the advantages of the pro- 
posed plan may be enumerated as fol- 
lows: 

1. The plan suggested makes no claim 
to originality so far as purposes or ob- 
jects are concerned, but I believe it is 
unique in the following respects: 

(a) The plan is extremely simple. 

(b) It would make use of existing 
agencies for collecting the contributions 
to the employment stabilization fund. 

(c) It would distribute the funds to 
the employers rather than to the em- 
ployes and thus reduce expenses of ad- 
ministration to a minimum. 

2. It would have an automatic tend- 
ency to level down the peaks of pros- 
perity and level up the valleys of de- 
pression, which in the long run would 
be highly beneficial to industry and the 
country generally. 

3. It would avoid the tremendous over- 
head and clerical expense that would be 


involved in insurance in private carriers; 
in compulsory state unemployment in- 
surance; or in any of the other various 
schemes that have been suggested. 

_4. It would preserve individual initia- 
tive which has been such an important 
factor in the development of American 
industry. 

5. It would leave in the keeping of 
American employers the responsibility of 
maintaining and developing American in- 
dustry with increasing efficiency. 

_6. It would avoid malingering, destruc- 
tion of the morale of employes and vari- 
ous other evils incident to state unem- 
ployment insurance in England and Ger- 
many. 

_ 7. Compensation insurance carriers are 
in closer touch with employers and in- 
dustry generally than any other type of 
insurance carrier. Payrolls of the em- 
ployers are available from the records of 
these carriers. The carriers might be 
compensated for their collection work by 
allowing them a small collection charge 
or by providing compensation for their 
labor and expense in some other man- 
ner. In any event, workmen’s compen- 
sation carriers would benefit from sta- 
bilized industry and would doubtless be 
willing to co-operate in every reasonable 
way to prevent business depression or 
reduce the ill effects to a minimum. 

Conclusion 

In conclusion, I would state that the 
above suggestion is not proposed as a 
panacea for present industrial ills. but is 
suggested as a simple, effective means 
whereby ultimately the peaks of pros- 
perity may be levelled down and the 
valleys of depression may be levelled up. 
Industry would be far better off to pro- 
ceed at a moderate pace rather than to 
speed up during some periods and slow 
down during others. If industry should 
ultimately be stabilized, our leaders 
would then have the opportunity of grad- 
ually working out our many social prob- 
lems and with the least detriment to 
business generally. 

In general, the proposed plan offers 
a very simple means of helping industry 
to help itself. 














British Dole 


(Continued from Page 1) 


the advisory committee whom he may 
think unfit for any reason. 

Traveling and other allowances, includ- 
ing compensation for loss of remunera- 
tive time, may be paid to members of the 
advisory committee and to any persons 
to whom the committee may, with the 
approval of the Minister, refer questions 
for consideration and advice. 


Cost of Removals 


The clause dealing with schemes fa- 
cilitating the removal of workers from 
one place to another reads: 

“With a view of promoting emplov- 
ment the Minister may, on such terms 
and subject to such conditions as may 
be determined by schemes made by him 
with the approval of the Treasury, make 
provision, by way of grant or loan or 
otherwise, for the purpose of facilitating 
the removal of workers and their depend- 
ents from one place to another.” 


Estimated Saving 


An explanatory and financial memo- 
randum attached to the bill says: 

“The cost of the advisory committee 
cannot at present be estimated, but it is 
not likely to exceed £500 in the first year. 

“The Royal Commission, in their ma- 
jority report, estimated that the savings 
to be effected by the recommendations 
relating to these classes of anomaly 
would be £5,000,000 in respect of ordi- 
nary benefit at the reduced rates of 
benefit which they suggest. This would 
be equivalent to about £5,500,000 at exist- 
ing rates. 

“The saving on anomalies in respect 
of transitional benefit is not stated sep- 
arately. In view of the method which 


the bill proposes to adopt for dealin~ 
with the anomalies, it is not possible at 
this stage to estimate the amount of the 
saving.” 


Right of Appeal 


It is claimed on behalf of the Govern- 
ment that as the regulations will be 
drawn up in consultation with the three 
sides there will be a better chance of 
getting an approximation of justice. A 
man will still have the right of appeal 
to the Court of Referees. 

Elasticity is necessary, it is urged, bé- 
cause what may be right and just for 
dockers or other seasonal workers may 
be entirely unjust for the textile workers. 

Under existing Acts the Ministry of 
Labor can only make a regulation that 
applies to everybody alike. Under the 
new Bill the variation of customs and 
practices and the necessities of different 
trades will be taken into account in the 
first instance. 

It is hoped to pass the Bill before the 
summer recess. 





Klingman Story 
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with enthusiasm at early breakfast and 
midnight dinner meetings, with plenty of 
luncheons sandwiched in between. He 
was in daily correspondence with the 
wives of his underwriters, encouraging 
them to help their husbands. He pointed 
out how they could interest friends and 
tradesmen in life insurance and thus de- 
velop prospects for their husbands. He 


corresponded daily with members of his 
field force, sending them all sorts of 
“pep” material and night letters and tele- 
grams which reached them early and 
late, always reminding them that they 
must accomplish their goal. 








All Over the World 


TPA CIFIC 


OCEAN 


N New York, London, Paris, 
Berlin and other great med- 
ical centers of the world, 
physicians and scientists are at 
work night and day trying to 
find the cause, prevention andy 
cure of cancer. 


IHEN the hoped- for, 

worked-for and prayed- 

for discovery is really made the 

whole world will be told of it 

by front-page headlines in 

newspapers, radio broadcast- 
ing and magazines. 


Meanwhile science is making 
steady progress in fighting the 
disease which kills more peo 
ple, past 40, in the United 
States than any other disease 
but one—heart disease. 


As in many other wars against 
disease, the great weapon at 
present is education—spread- 
ing the knowledge that cancer 
in its early stages can often be 
destroyed by radium and x-rays 

- or removed by surgery. But 
there is no accepted proof that 
any drug, serum or local appli- 
cation can cure it. 


Cancer itself is neither heredi- 
tary nor contagious. Its early 
development is usually painless. 
But while cancer prowls, like a 
thief in the night, attacking and 
robbing the unwary, alert de- 
fense against it is saving thou- 
sands of lives. Complete health 
examinations, made in time to 
locate the presence of the 
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enemy, are the best defense 
against cancer. 


Be suspicious of all abnormal 
lumps, strange growths, swell- 
ings, sores that refuse to heal, 
or unusual discharges from 
any part of the body. Look 
out for moles, old scars, birth- 
marks or warts that change in 
appearance. If you have jag- 
ged or broken teeth, have them 
smoothed off or removed. Con- 
tinued irritation of the tongue 
or any other part of the body 
is often the beginning of can- 
cer trouble. 


Quacks and charlatans, who 
claim to have discovered secret 
cancer “cures”, prey upon the 
ignorance of their victims—and 
they lose precious time when 
every hour is of utmost value 
in preventing the growth of the 
disease. 


Modern science appeals to in- 
telligence. Many untimely 
deaths can be prevented by 
getting rid of cancerous 
growths. Especially is this true 
while they are local and con- 
fined to a small area. 

Send for the Metropolitan's 
booklet, ““A Message of Hope”. 
Ask for Booklet 6-EU-31 which 
will be mailed free. 
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ITHOUT question, you're backing 
that son of yours for a winner! He’s ° 


to Have every advantage that school and 
college offer for development and leader- 
ship... Crew... Football... Phi Beta 
Kappa... you and his mother decided that 
long ago. 


But—there’s always that inevitable but 
—suppose your wife and boy (or daughter) 
should have to face the future w/thout you? 
What then? 


That is a question that finds its answer, 
even for a man of moderate means, in ALtna’s 
new Family Income Policy. For this policy 
can be used to see your 
children through 





school and college just as readily as it can 
to provide a monthly family income—or 
it can do both—all a matter of your per- 
sonal requirements. 


The outstanding advantage of this new 
Family Income Policy is that in the event 
of your death it will provide, until the 
twentieth year from the date of the policy, 
(and for only slightly more than the deposit 
required for ordinary life insurance) a defin- 
ite yearly income equivalent to 12% on 
the policy’s face value, payable monthly. 


For example: a $10,000 policy will pro- 
duce an income of $100 a month; a $20,000 
policy, an income of $200 a month; a 
$50,000 policy, $500 a month, and so on. 


But that isn’t all, because with this new 
A:tna Family Income Policy, there is always a 
further understanding that at the end of the 
twentieth year from the date of the policy, 
its full face value ($10,000, $20,000... or 


whatever it may be) will then become pay- - 


able, either in cash or as you may otherwise 
direct—this, in addition to the monthly pay- 
ments that have been made since death. 
This is a most important feature—for in 
later years, when your children are grown 


and graduated, such a policy will thus also ~ 


assure financial independence for your 
wife when she needs it most. 


Every far-thinking family man will want 


to know more about this new Aitna Family 
Income Policy. 





ATNA-I:ZE 


THERE 18 AN A'TNA-IZER IN YOUR COMMUNITY—HE IS A MAN WORTH KNOWING 


\ Today! 


The Atna Life Insurance Company, Hartford, Conn. 
~ Please send me your free booklet. "Now We 4// Can Be Fair to Our Families.” 











Trained Aitna representatives in every pare of the 
United States and Canada are qualified to offer helpful . 
suggestions in arranging your life insurance program. 
INNING chienicsenssesitinione 


The Aitna Life Insurance Company, The tna Casualty and 
Surety Company, The Automobile Insurance Company, 
‘The Standard Fire I Company of Hartford, Conn. 


Address ae acne eaaletion : Sai hiccedens $ 




















@ ZAtna Life 


The fifth in the AEtna Life’s series of 1931 ad- 
vertisements appearing in National publications, Insurance 
emphasizes the father’s obligation to his son. A 
message, the gist of which is immediately recog- 
nized. AEtna-izers are using it most effectively in 


The AEtna Life’s New Home 






Company 


Picturesque 


selling the Etna’s new Family Income Policy. Hartford, Connecticut 
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Safeguarding the Great 
Financial Emergencies 


DR. HUEBNER’S LATEST TALK 





Urges Massachusetts Mutual Agents to 
Protect Man Against Becoming 
Insolvent During Lifetime 





Ushering in his summer season as edu- 
cational advisor of the Massachusetts 
Mutual, Dr. S. S. Huebner, professor of 
insurance at the University of Pennsyl- 
vania, addressed the combined New 
York City agencies of the company at 
the Keane-Patterson agency offices on 
Monday morning on the subject of life 
insurance as a financial emergency safe- 
guard. General Agent Donald Keane 
presided at the meeting and introduced 
Dr. Huebner, who received an enthusi- 
astic welcome from the audience. 

“Study life insurance from any angle 
and it is the investment feature which 
is the most important,” said Dr. Huebner 
in his opening remarks. “Moreover this 
is the feature of insurance which will 
have the greatest appeal. Live or die, 
the investment phase is the only real 
concept. People in general are too un- 
aware of this concept, and have been 
thinking of insurance always in vague 
terms of protection. 

‘Death has been emphasized despite 
the fact that man only dies once in a 
lifetime,” the speaker said. “The chances 
of a man becoming financially insolvent 
during his life are five times as great 
as his chances of dying and yet how 
often these chances are left to chance! 
Here’s where life insurance convenient- 
ly comes in and will advantageously set 
up an emergency fund which can be re- 
sorted to in time of trouble.” 


A Perfect Emergency Fund 


Dr. Huebner then outlined the five 
cardinal features of an emergency fund 
and told how life insurance meets every 
feature in a complete manner. In the 
first place the life insurance fund is ab- 
solutely certain; there is never any doubt 
of it being present. Then, it earns a fair 
rate of return. Moreover, it requires 
no investment worry or work. The pol- 
icyholder makes his deposit and lets the 
company financial experts worry for him. 
The money is always available, and more- 
over, remains a constant. No other 
emergency fund will meet such condi- 
tions, Dr. Huebner pointed out, adding 
that these advantages augment those 
which naturally develop if death should 
occur, ty heq 

Wide interest attended the speaker’s 
discussion of business depressions. He 
urged the Massachusetts Mutual agents 
to forget most of the theories they hear 
about them. They are bound to occur 
at intervals. This depression, he said, is 
not as bad as others in the past—yet, 
you would never believe this, to hear 
people talking today. 

“Depressions are mostly due to our- 
selves,” Dr, Huebner added. “We will 
probably have about twelve in the next 
century the same number which we have 
had in the past one. The chief cause is, 
of course, wrong speculation, the result 
of human failings. It is true that some 
event, because of the psychological effect 
it causes, will be given credit for the 
uplift from depression, but that is not 
the underlying reason. When conditions 
are ready, prosperity will return as quick- 
ly as it departed.” 


Wide Annuity Field 


Speaking on the subject of covering 
the old age emergency, a department of 
life insurance which has been steadily 
growing in favor, Dr. Huebner told the 
agents to recognize the values of an- 
nuity protection and to stress them in 
selling. He pointed out that out of 
three men who are thirty years of age, 
two will reach the retirement age. “I 
cannot understand why annuities have 
not grown more substantially—they have 
an appeal in all walks of life,” he said. 
“They have an appeal to a wide field, 
including unmarried persons, married 


couples without children, and to couples 
with children. I do not see why parents 
should always leave everything to their 
children. Parents with means should use 
some of their savings to create incomes 
for themselves also.” 

The field of philanthropy was cited by 
Dr. Huebner as being a choice one for 
writing of annuities. It is the best way, 
for instance, for wealthy families to re_ 
ward their old servants, he said. If left 
a lump sum, many of these would lose 
the sum through unfortunate speculation 
or other manner. Annuities have shown 
phenomenal growth over the past few 
years, Dr. Huebner stated, and the pres- 
ent trend indicates new life for this 
phase of the business. 

Liquidation Emergencies 

The importance of providing for liqui- 
dation emergencies at the time of death 
was also stressed by the speaker, who 
pointed out nine ways in which life in- 
surance can be of great assistance: in 
hedging ordinary shrinkages attributable 
to social and governmental demands; 
hedging good-will and intangible assets; 
hedging mortgages and other indebted- 
ness; hedging other obligations vitally 
related to the property estate; hedsing 
estate settlements against loss occa- 
sioned, by recurring periods of depres- 
sion; hedging serious losses already sus- 
tained; hedging purchase plan arrange- 
ments; effecting prompt settlement of 
the last will and testament and avoiding 
future emergencies through distribution 
of the entire property estate to particu- 
lar heirs only. 

Many alert agents today, Dr. Huebner 
said, have been selling insurance to cover 
serious losses already sustained, This is 
an important service, he said. Many 
families would, otherwise, suffer bitterly. 
The head of the family can easily bring 
that estate up to par by means of life 
insurance. Many do it by buying term, 
which is a good method if the person is 
unable to buy better grade coverage. 

Following the morning lecture by Dr. 
Huebner, the Massachusetts Mutual 
agents adjourned for luncheon at the 
Hotel New Yorker, and in the afternoon 
“sat in” on a round-table discussion. 





Linton President 
(Continued from Page 5) © 


Valley Golf Club, Lake Placid Club, 
Swiss Alpine Club and similar organiza- 
tions. He is a very enthusiastic moun- 
tain climber and photographer. With 
Mrs. Linton and their two children he 
makes his home in Moorestown, N. J. 
He is an Independent in politics. 





CONTINENTAL AMER. MANAGER 





David M. Niver To Have Charge of 
Northern New Jersey With Head- 
quarters in Newark 

The Continental American Life of Wil- 
mington has appointed David M. Niver 
as manager of the northern New Jersey 
territory with headquarters in Newark. 
He succeeds Francis M. Byrne who has 
been manager there for the company for 
about two years. 

Mr. Niver has been manager of the 
Rochester office of the Travelers for a 
number of years. He plans to take larger 
offices in the Military Park Building in 
Newark. 





RECHT & KUTCHER MOVING 


The Recht & Kutcher agency of the 
Northwestern Mutual in New York City 
will move next week from the present 
location, 225 West Thirty-fourth Street, 
to a suite of offices in the Empire State 
Building, 





LIFE INS. RACKETEERING? 

“Will Life Insurance Twisting Devel- 
op Life Insurance Racketeering” was the 
subject of an interesting address given 
by the retiring president of the Life 
Underwriters Association of Los Angles, 
Roy Denny, at the association’s lun- 
sre held Monday at the Alexandria 

otel. 


| semana LANE AGENCY, INC. 


“Welcome to our Neighbor!” 


IJ t is gratifying to know that Madison 
Square— (or “Insurance Square” as it is some- 
times called)—is to find The Connecticut 
Mutual Life Insurance Company joining 
the many other companies now located in 
this territory. 


The Lane Agency, Inc., says “Welcome, 
Neighbor,” to the new General Agency to 
be headed by Mervin L. Lane, and adds, for 
his benefit, with a good-natured wink (and 
states seriously for the benefit of the reader), 
The Lane Agency will still function as 
Speed-Headquarters for Brokerage Business, 
and as the HOME of a fine group of full- 


time Life Underwriters. 


The rivalry between The Lane Agency, 
Inc., and its new neighbor will, we feel, 
simply prove once more that Competition 
Always Helps! 


dacice hack 


The Lane Agency, Inc. 


Frank L. Lane 
General Agent 


HOME LIFE INSURANCE COMPANY 
OF NEW YORK 


212 Fifth Avenue, New York 


Louis Lane 


Telephone, AShland 4-7160 
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Practical Suggestions tof {he 
Book Increase His Income and General Effickency 


elp the Man With the Rate 





If you will hold 
Beating fast to two funda- 
Investment mental questions you 
Objection can win any invest- 


ment argument any 
prospect begins, says Pacemaker, Guard- 
ian Life’s Philadelphia agency bulletin. 

The first question is: “What do you 
want your investments to do for you?” 
Hold on until you get a definite answer 
to that question. Then ask “How do 
you know your investments will accom- 
plish these things?” 

Hold on and hold on and hold on until 
you have forced the prospect to think 
through these two questions, advises the 
Pacemaker, and you’re pretty sure to 
win. 

se) Se 
Many young agents 


Accessible new in the business 
Prospects make it their practice 
Only to approach many 


prospects entirely out 
of their sphere, people with whom they 
have nothing in common. True, the 
bank presidents and “big business” exec- 
utives need heavy coverage, but it is sel- 
dom that the stranger is going to be 
allowed to take care of their needs. 
This habit of agents was decried by 
Holgar J. Johnson, Penn Mutual general 
agent, of Pittsburgh, in a recent address. 
He told the life underwriters to stick to 
those prospects who are accessible to 
them, that the basis of successful selling 
is a common interest, and that this is not 
always developed on the spur of the 
moment. He pointed out that there is 
no lack of prospects who are accessible, 
so that there is no need for any agent 
to waste his time with those with whom 
he is likely to have little influence. 


There is one trait 


Constantly which is common to 
Improving big producers, says 
Methods “Tllinois Life Bulle- 


tin.” Although no two 
of them may follow exactly the same 
method of procedure and although they 
may, each of them, have ideas of selling 
opposed to and contradicting the others, 
there is one personal attribute which 
they share. 

They are all dissatisfied. That does not 
mean they go about wailing over their 
lot in life, or that they moan in public 
of ills and evils which may beset them. 
But it does mean that they are never 
fully satisfied that they have perfected 
their methods, that there is no room for 
improvement. 

The truly “big” man in any field of 
endeavor is willing to admit that he has 
made mistakes and that he will probably 
chalk up a few errors in the years to 
come. He will admit that his fund of 
knowledge is as yet uncompleted. But, 
best of all, he will be constantly striving 
to eliminate faults, add improvements, 
and substitute better methods and ideas 
for those he discards. He is in a per- 
petual state of refinement, self-instigated 
and self-regulated. 

This is what we mean by dissatisfac- 
tion. It is entirely separate and distinct 
from discontentment. It is a virtue of 


the highest order. It is a trait we should 
all possess and put to work. 


The story of a 

Her widow’s $10,000 fur 

$10,000 coat, an actual inci- 
Fur Coat dent in the experi- 


ence of George A. 
Myer of Baltimore, was used by him to 
good effect in a recent sale. Guardian 
Life Service tells how Mr. Myer was 
contacting a shopkeeper for $5,000 of in- 
surance, and the interview had developed 
to the point which the agent could sense 
as being favorable to a successful close 
when the prospect’s wife entered the 
store. 

As is often the case the wife helped 
her husband in the store and took an 
active interest in the business. Inject- 
ing herself into the interview she showed 
herself firmly opposed to the purchase of 
any insurance, Her query as to how 
much this insurance would “cost” elicit- 
ing the reply that it would require about 
$150, she asserted, “Why, I can buy my- 
self a complete new outfit for that.” 

“Are you sure that’s all it would cost 
you—$150?” asked Mr. Myer. 

“Oh, $150 will buy a lot of things these 
days,” she replied. 

“Yes,” Mr. Myer countered, “but are 
you certain it won’t cost—let us say— 
$5,000 ?” 

“What are you driving at?” was her 
puzzled reaction. 

“Well,” said Mr. Myer, “I know a 
woman who once bought a fur coat that 
cost her $10,000. Her husband’s income 
was only $3,000 a year.” 

And he went on to relate the story of 
a policyholder to whom he had sold 
$10,000 of life insurance. When the sec- 
ond year’s premium fell due, the policy 
was permitted to lapse. All efforts to 
reinstate it proved unavailing. Shortly 
thereafter, this man was stricken with 
a fatal illness. After his death, the 
widow came to Mr. Myer with the in- 
surance policy and he had to tell her 
that the insurance had lapsed and the 
policy was worthless. 


Looking at the fur coat she was wear- 
ing, the widow remarked to Mr. Myer, 
“T took the money we had saved to pay 
that insurance premium and bought my- 
self this coat.” 


We are sorry we can’t report that this 
true story caused the storekeeper’s wife 
to see the light and withdraw her objec- 
tion. She remained adamant. But the 
shopkeeper himself accompanying Mr. 
Myer to the door, whispered to him. 
“Come back Thursday night when I'll 
be here all alone. I want that policy.” 





SUN LIFE MEET IN ENGLAND 


Senior officials from the Sun Life of 
Canada home office in Montreal attended 
the company’s British Agencies Conven- 
tion held last week in Folkestone, famous 
British seaside resort. The mayor of 
Folkestone welcomed the delegates. A 
feature of the conference was the ad- 
dress of Lord Greenwood, former Cabi- 
net Minister, who spoke on “What Life 
Assurance Means to the Health and 
Wealth of the Nation.” 



















Eightieth Anniversary Year 1931 
BERKSHIRE LIFE INSURANCE COMPANY is justly 
proud of its record for past year. 

The marked gain of insurance in force has resulted principally 
from the success and efforts of its loyal field force. 

New policy contracts—keeping pace with public demand. 

"Ask Any Berkshire Agent.” 


BERKSHIRE LIFE INSURANCE COMPANY 


Pittsfield Incorporated 1851 Massachusetts 











_ ASSETS GAIN NEARLY 15 MILLIONS 


Total Admitted Assets, December 31, 1930 


$148,905,5370.40 


Total Admitted Assets, December 31, 1929 


$133,931,890.94 


Gain, 1930 over 1929 


$14,973,6079.46 
BANKERS LIFE COMPANY 


GERARD S. NOLLEN, President 
Established 1879 Des Moines, Iowa 
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Always Looking 


For those who want to be associated with a Company that 
has age, stability and deals in a friendly, uplift way with 
field workers. 


UNION MUTUAL LIFE 
Incorporated 1848 


Insurance Company 
Portland, Maine 














The Formula of Success 


IFE INSURANCE can be explained in plain, everyday 
language. The facts can be simply stated. People need to 
be told about life insurance by one who knows life insurance 

and its adaptability. Salesmen of integrity, ability and courage 
who will work systematically and plainly state the facts of life 
insurance service will be Masters of their craft and successful. 


THE MUTUAL LIFE OF NEW YORK, with its long history of 
increasing success, offers opportunity. It writes Annuities and 
all Standard forms of life insurance. Disability and Double 
Indemnity Benefits. It has many practices to broaden and 
expedite service for Field Representatives and for Policyholders. 


Those contemplating engaging in life insurance field work as 
a career of broad service and personal achievement are invited 
to apply to 


The Mutual Life Insurance Company 


of New York 


34 Nassau Street New York, N. Y. 


GEORGE K. SARGENT 
2nd Vice-President 
President and 
DAVID F. HOUSTON Manager of Agencies 
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Northwestern National’s 
New Policy Offerings 


10 SUPPLEMENTARY CONTRACTS 





Guaranteed Premium Reduction After 
First Year a Feature; Dividends 
After Tenth Year 





Supplementing the company’s present 
line of policies, the Northwestern Na- 
tional Life of Minneapolis is offering a 
new series of ten contracts to be known 
as Guaranteed Premium Reduction poli- 
cies. These embody two novel features, 
a guaranteed premium reduction after 
the first year, and the automatic ex- 
change for participating policies at the 
end of the tenth year. 

The announcement of this new line of 
policies is especially timely, in view of 
the general feeling of uncertainty re- 
garding the maintenance of present divi- 
dend scales, as the guaranteed premium 
reduction is, in effect, a “guaranteed divi- 
dend.” 

The first year premium on the new 
policies is slightly lower than that of 
a participating policy of the same kind. 
Beginning with the premium for the 
second year, the insured pays a reduced 
premium, guaranteed thereafter for the 
life of the contract, low enough so that 
the net cost over a ten year period is 
practically the same as for a participat- 
ing policy of the same kind issued at 
the same age. During the first five or 
six years the savings effected by the 
premium reduction are larger than the 
dividends under a corresponding low cost 
participating policy. After the tenth 
year when the policy is exchanged for 
a participating contract, the dividends 
still further reduce the cost. 

The effect of the Guaranteed Pre- 
mium Reduction is, therefore, to grant 
the insured a “guaranteed dividend” 
throughout the life of the contract, sun- 
plemented after ten years by additional 
dividends. 

Premium Rates Per $1,000 

Here are given some illustrative pre- 

mium rates on the Guaranteed Premium 


Reduction Whole Life policy, on $1,000 
contracts without any disabiilty features: 


Age First Year After First Year 
20 Ann. $17.62 Ann. $13.82 
30 22.26 17.76 
40 30.45 25.10 
50 45.25 38.60 
60 73.95 64.20 


An interesting feature of the new poli- 
cies is that the amount of the Guaranteed 
Premium Reduction, plus dividends after 
the tenth year, may be applied in the 
same manner as are dividends on fully 
participating policies under their prin- 
cipal dividend options. They contain also 
the usual features of participating poli- 
cies in respect to providing for excess 
interest on whatever funds may be left 
with the company under settlement op- 
tions, whether the proceeds are paid out 
during the life of the insured at ma- 
turity, or to his beneficiary after his 
death. After the policy is fully paid 
up it will continue to be participating. 

In addition to the Guaranteed Premium 
Reduction policies, the new Northwestern 
National rate book contains a number of 
other contracts. A participating Pension 
Bond (Income Endowment) maturing at 
age 55 rounds out the company’s invest- 
ment group of policies. Three new non- 
participating policies are included. First 
is the Business Protector, a level pre- 
mium whole life policy, issued in amounts 
of $2,500 or more at a low premium, the 
rate at age 35 being $19.91. Then there 
is a Five Year Renewable Term policy, 
renewable until the end of the first five 
year period following age 60. It is al- 
ways convertible to the low rated Busi- 
ness Protector. Last on the list is a 
Child’s Endowment at 50, issued at a 
lower premium than the Child’s 20 Pay- 
ment Life, the premium being $16.83 at 
age 1, and $18.57 at age 10. 


Forbes Article On 
New Policy Forms 


MERRYLE S. RUKEYSER AUTHOR 





Explains Estate Shrinkage Plans; De- 
veloped After Stock Crash Depleted 
Fortunes 





“Forbes Magazine” in its July 1 issue 
features an article on “Life Insurance; 
1931 Style,” by Merryle Stanley Rukey- 
ser, noted financial writer. In it are re- 
viewed the family income plan, the eco- 
nomic adjustment plan and_ various 
shrinkage insurance plans. 

An interesting chart printed in the 

article shows the way insurance needed 
to maintain income of estate increases 
exactly as the income to estate expected 
from investments decreases, and’ it is 
seen that more life insurance is needed 
at the present time than in a considerable 
period of years. 
_ The Equitable Society’s economic ad- 
justment plan is explained by President 
T. I. Parkinson, and the family income 
plan is described by E. E. Cammack, 
vice-president and actuary of the Aetna 
Life, one of the companies writing that 
form. 

Optimism and conservatism enter into 
laying out programs for replacing the 
shrinkage in an estate, according to Mr. 
Rukeyser. Optimists take out two or 
three year term policies; conservatives 
buy five year terms. 

“Hard times have also emphasized for 
the capitalists, large and small, the haz- 
ards of self investing,” says Mr. Rukey- 
ser. “Many persons who had large in- 
vestments in equities have seen their 
fortunes dwindle pitifully since the panic. 
As a result there has been a drift of 
funds out of self-managed portfolios into 
the great trust companies and life in- 
surance companies. Men have not only 
sought to repair their damaged estates 
through insurance, but have also under- 
taken to assure their own affluence in old 
age through the purchase of deferred 
life annuity policies or through ‘retire- 
ment policies.’ ” 

‘Mr. Rukeyser takes up the problems 
of policy loans and twisting due to the 
loans, and quotes a company executive 
to explain the results of dropping an 
old policy with a heavy loan for a new 
policy. 


Mathus Made Editor 


(Continued from Page 5) 


department of publications, is appointed 
assistant editor of ConMuTopics. Mr. 
Berger for some time past has been 
doing editorial and reportorial work in 
connection with the company’s magazine, 
and his advancement to the post of as- 
sistant editor comes in recognition of his 
services in this direction. Mr. Berger 
came to the Connecticut Mutual from his 
former post as instructor in English at 
St. Christopher’s, Richmond Va. He is 
a graduate of Trinity College, Hartford, 
and is a member of Sigma Nu fraternity. 








NEW VOLUNTEER MANAGER 





J. R. Regnas Has For Many Years Been 
Active in Business Interests of 
Atlanta 


J. R. Regnas, who recently took over 
managership of the Atlanta branch office 
of the Volunteer State Life, has for 
many years been active in civic, religious 
and business life in Atlanta. 

For two years he was president of the 
Atlanta Lion’s Club and has been direc- 
tor in a great many city institutions. He 
was instrumental in revising the financial 
system of the North Avenue Presbyte- 
rian Church, putting it on a sound busi- 
ness basis which is still in effect. He 
has been in life insurance for some years 
and has had extensive experience in 
training and supervising men as well as 
in writing a large personal production. 
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New York Life Agents’ compensation includes 
“Nylic,” a monthly payment beginning after two 
years’ service, based on previous production. This 
gives them a certain regular income increasing from 
time to time during the next 18 years, based upon 
the same annual production of new _ business. 
“Senior Nylics” have served a minimum of 20 years 
and are drawing an annuity, payable in monthly 


instalments, which will continue for life. 


them are still active in writing new business, though 


they have the right to retire. 


New York Life Insurance Company 


51 Madison Avenue, Madison Square 
New York, N. Y. 


\xs 


a. 


a 
Nag ti” 
\ : 


as 3 <2 
Coed a 


eM EREEE| e 
—— 4 ' 


Most of 








































Page 12 





















































i UNDERWRITER FSne aes | July 3, 1931 
| 
J 
T 
@ € 

fe 
An Ideal Combination |) |. 
‘ ° . 
in this Year of 193] 3 
: 
by 
de 
M 
Life Insurance Pros- Life Insurance Pros- : 
ke 
e e be 
pects are looking for pects are looking for : 
sound and guaranteed the most for their : 
investments » » » money » » » » » hr 
hi 
¥ ; 
‘t 
be 
A new combination— 
Something you'll like to sell : 
Ask the Life Manager for : 
full details at the nearest a 
Travelers Office » » » " 
Y 
: 
lH TRAVELERS ; 
THE TRAVELERS INSURANCE COMPANY THE TRAVELERS INDEMNITY COMPANY ( 
THE TRAVELERS FIRE INSURANCE COMPANY , 

HARTFORD | CONNECTICUT 
































July 3, 1931 





UNDERWRITER | asm 








~— Live—_+- 











Insurance Advertising 
Club, Chicago, Formed 


J. H. WOODS ELECTED ITS HEAD 





To Have No Rules, Regulations or 
Drives; No Organization Machinery; 
Plan Luncheon Meetings 





The advertising managers and publicity 
directors of Chicago companies have 
formed the Insurance Advertising Club 
of Chicago, which has an unusual form 
in that there are no rules or regulations 
and no dues. The officers elected at the 
recent meeting are the following: 


President, John Hall Woods, advertis- 
ing counsel, Great Northern Life, and 
Central Life of Illinois; vice-president, 
Robert S. Walstrom, advertising mana- 
ger, Continental Casualty; secretary, D. 
J. Wellenkamp, director of public rela- 
tions, Illinois Life; and honorary treas- 
urer, E. S. Lusk, advertising manager, 
Security Life of America. 

Other members of the club are the 
following: 

E. C. Budlong, vice-president, Federal 
Life; George F. Manzelmann, vice-presi- 
dent, North American Accident; B. N. 
Woodson, Jr., executive assistant, Mu- 
tual Trust Life; D. M. Phipps, director 
of field service, Continental Assurance; 
S. Robert Rauwolf, advertising manager, 
North American Accident; John B. Par- 
ker, agency secretary, and Tom Hall, 
both of the National Life of U. S. A.; 
C. S. Ashbrook, manager of field service, 
North American Life; Carl Kirk, adver- 
tising manager, the Zurich. 

Meetings of the Insurance Advertising 
Club of Chicago will be held each 
Wednesday noon at a place to be se- 
lected. 

It is the hope of the members that 
insurance advertising and agency men 
from other cities, when visiting Chicago, 
will make it a point to drop in if they 
happen to be in the city on Wednesday 
noons. 

The club is not going to have any dues, 
by-laws, rules or regulations or attend- 
ance drives. The officers will have no 
duties and no authority. An entire new 
set will be elected any time any mem- 
ber wishes to call for an election. 

With the machinery of organization 
requiring no attention at all, it is antici- 
pated that the Chicago insurance ad- 
vertising men can get down to business 
right after eating, exchange ideas, criti- 
cize each other’s work and otherwise 
reap benefit from the regular weekly 
round table meetings. The underlying 
purpose of the club is to enable each 
member to improve his work and to con- 
tribute to the advance of insurance ad- 
vertising. 





DANELSON WITH JUDEA 





New Agency Vice-President Plans Field 
Expansion; Formerly With Con- 
tinental American 

Hyman Danelson has been appointed 
agency vice-president of the Judea Life. 
He has, been a supervisor of agents of 
the Continental American. His work 
with the Judea began on Wednesday of 
this week. 

Mr. Danelson as a personal producer 
made a fine record, first with the New 
York Life and later with the Prudential. 

Under Mr. Danelson’s direction it is 
planned to make a considerable expan- 
sion of the agency force. 


NOW LEGAL RESERVE CO. 





Guarantee Fund Life of Omaha Also 
Changes Name to Guarantee 
Mutual Life Co. 

The policyholders of the Guarantee 
Fund Life Association at a special meet- 
ing held at the home office in Omaha, 
June 30, voted practically unanimously to 
change the association from a mutual 
benefit to a mutual legal reserve life 
company, 

The name of this Nebraska institution, 
founded in 1901, was changed to Guar- 
antee Mutual Life Co., and the headquar- 
ters of the company will remain in 
Omaha. 

The company now has approximatel 
$170,000,000 of full legal ides sane 
ance in force, and is licensed to trans- 
act business in twenty-three states and 
the District of Columbia. 

Prior to changing to the mutual legal 
reserve plan the company completed a 
successful transfer campaign, under 
which policyholders voluntarily ex- 
changed old form policies for mutual 
legal reserve policies, providing the usual 
non-forfeiture values. 





GREENE’S MEMORY HONORED 





Connecticut Mutual Directors Pass Min- 
ute as Tribute to Company’s 
Deceased Secretary 


_ The board of directors of the Connec- 
ticut Mutual Life passed the following 
minute last week on the death of Jacob 
Humphrey Greene, secretary of the com- 
pany, who died on June 16: 

“We record with sorrow, the death of 
Jacob Humphrey Greene on June 16, 
1931. His connection with the Connec- 
ticut Mutual Life Insurance Company 
began on March 24, 1899, when he joined 
the official staff as assistant secretary. 
Since November 22, 1918, he has served 
as secretary of the company. He has 
been a member of the board of direc- 
tors since April 3, 1903. His rare good 
judgment and his intuitive mind brought 
sound counsel to every important prob- 
lem. The patience, the charity and the 
love he bore to his friends and asso- 
ciates was evidenced by a widespread 
affection for him throughout the com- 
pany’s field representatives and in the 
home office staff. To thirty-five years 
of service in the cause of good life in- 
surance on the part of his distinguished 
father, former president of the company, 
he added thirty-two years of his own 
devoted efforts to the same purpose. 
With faith, courage and true sportsman- 
ship, ‘he accepted the challenge this min- 
ute records.” 





EDMONDSON AGENCY ACTIVE 


The George D. Edmondson’s_ Sons 
Agency of the Philadelphia Life in east- 
central Pennsylvania is at present turn- 
ing in some record production. At 
June 1 the agency was 60% ahead of the 
first five months of 1930. The avency 
is setting the pace in the president’s 
campaign which is now being conducted 
by the company. 





PROSSER & HOMANS GAINS 


Paid production figures of approxi- 
mately $1,300,000 at the close of last week 
indicated that the Prosser & Homans 
agency of the Equitable Society in New 
York City would make June the record 
month this year. The business repre- 
sents a substantial increase over the pre- 
ceding months. 














GENERAL AGENT CONTRACTS 
Available For 
GENERAL INSURANCE FIRMS 


in 
OHIO — MICHIGAN — INDIANA 


Write for information 


Philadelphia Life Insurance Company 


111 North Broad Street, Philadelphia, Pa. 























Best Industrial and Ordinary Protection Under Colonial Policies 
THE COLONIAL LIFE INSURANCE CO. 


33 Years in Business 
Home Office: Jersey City, New Jersey 


OPENINGS FOR PROGRESSIVE AGENTS IN 
NEW JERSEY NEW YORK PENNSYLVANIA CONNECTICUT 

















SS Ss A a aN SS os 
THE NATIONAL LIFE INSURANCE COMPANY 
Montpelier, Vt. 


All life salesmen are cordially welcomed at the home office 
of the National in the heart of the Green Mountains. For 
the New England Council’s “Come Again to New England,” 
a list of reliable informants as to recreation resorts, address 


either New York City agency: 


WELLS, MEISSEL & PEYSER, INC. 
117 Liberty Street 
New York 








BAKER-SHAW, INC. 
401 Graybar Bldg. 
New York 


LE TELLER LEE ALLS 


A. W. BROWN RETIRES 





Davenport Manager With Mutual Life 
Forty-Four Years; Succeeded by 
J. A. Diefenbach 

A. W. Brown, manager for the Mutual 
Life in Davenport, Iowa, has retired ow- 
ing to ill health, and has been succeeded 
by Joseph A. Diefenbach of Green Bay, 

is. 

Mr. Brown has been with the com anv 
for forty-four years. He joined the com- 
pany in 1887 in its St. Paul agency. In 
January, 1907, he was appointed cashier 
in the Omaha agency. In July, 1908, he 
was made manager in Des Moines, and 
in January, 1911, he went to Davenport. 

Mr. Diefenbach became connected with 
the company in 1911 in central Illinois 
and has been a prominent producer. 





NEW HOUSTON AGENT 


Bruce Patterson has been appointed 
general agent for the Atlantic Life in 
Houston, Tex., succeeding Kemper W. 
Yancey. Mr. Patterson has been a per- 
sonal producer for the Union Central in 
Houston. 











HAIGHT, DAVIS & HAIGHT, Inc. 


Consulting Actuaries 
FRANK J. HAIGHT, President 
INDIANAPOLIS 


Omaha Kansas City 














TALK TO REAL ESTATE BOARD 


Several prominent Indianapolis insur- 
ance men talked to the real estate board 
of that city last week. Frank P. Mant 
president of the Indianapolis Life, led 
the group which included Frank B. Fow- 
ler, president Indiana Lumbermen’s Mu- 
tual; Russell T. Byers, vice-president 
American Central; Harry Wade, presi- 
dent United Mutual; and E. A. Crane, 
general agent Northwestern Mutual. 





OPENS TORONTO BRANCHES 


The Prudential Assurance of London 
has opened two branch offices in Toron- 
to, the most recent one being under the 
management of N. E. Cowan. Mr. Cow- 
an is a native of Toronto and an ex- 
perienced life underwriter. 





business. 





110 Fulton Street 2: 


WANTED: A progressive life insurance Agency representing an old estab- 
lished New York Company offers an unlimited opportunity to a man of good 
reputation and large acquaintance; one who can induct and train new men for 
this business and is capable of establishing contacts with brokers for surplus 
Write giving complete particulars regarding your qualifications. 
Box No. 1172 
THE EASTERN UNDERWRITER 





New York City 








GUARDIAN LIFE 





Established 1860 Under the Laws of the State of New York 





17-23 John Street, New York 
CORtlandt 8300 





MANAGERS 


INSURANCE CO. 


OF 
AMERICA 





Home Office, 50 Union Square, New York City 





Uptown 





420 Lexington Ave.—LEXington 6715 
245 Fifth Ave.—ASHland 1772 
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Fine Array of Speakers 
For N.A.L.U. Convention 





ADDITIONAL NAMES ANNOUNCED 
Pennsylvania’s U. S. Senators May 
Speak; Chandler Bullock and Gilbert 
T. Stephenson on Program 





An imposing list of additional speakers 
for the Pittsburgh convention of the Na- 
tional Association of Life Underwriters 
has just been announced by John W. 
Yates of Detroit, chairman of the pro- 
gram committee. These eight, together 
with those previously named, will about 
complete the program. One or two other 
speakers are yet to be announced. 

Senators David A. Reed and James J. 
Davis of Pennsylvania will address the 
convention if national affairs will permit 
their presence. The others who have 
definitely accepted include: Chandler 
Bullock, president, State Mutual Life; 
Gilbert T. Stephenson, vice-president, 
Equitable Trust of Wilmington and presi- 
dent of the Trust Company Division of 
the American Bankers’ Association; Miss 
Sophia Bliven, Penn Mutual manager of 
Philadelphia; Ward H. Hackelman, Mas- 
sachusetts Mutual general agent, Indian- 
apolis; Arthur F. Young, vice-president, 
Guardian Trust of Cleveland; Clifford 
McMillan, Northwestern Mutual general 
agent in New York City; Robert B. 
Coolidge, Aetna Life, Cleveland, and Josh 
_Lee, head of the Department of Public 
Speaking, University of Oklahoma. 

The program for the special convention 
for general agents and managers, staged 
for Tuesday, September 22, is announced 
as to subjects, but not as to speakers. 
The subjects for the morning session will 
be as follows: “An Agency’s Past, Pres- 
ent and Future”; “Making the Business 
Stick”; “Turning Minus Signs Into Plus 
Signs”; and “Retraining Our Experi- 
enced Men.” There will be group meet- 
ings in the afternoon, the managers be- 
ing arranged as to territory. 

Two innovations of this year’s conven- 
tion will be a special session for agency 
supervisors which will begin with a 
Dutch luncheon on Thursday noon, Sep- 
tember 24, and last into the afternoon; 
and a National Chapter Meeting of the 
American College of Life Underwriters, 
which will also begin with a luncheon on 
the same day. 





KNIGHT AGENCY SURGES AHEAD 

For the first time this year the Charles 
B. Knight agency of the Union Central 
Life in New York City is ahead of the 
same period of 1930. The agency’s June 
paid production totaled $3,013,870, com- 
paring with $2,450,750 in June, 1930, thus 
bringing the six-month 1931 total more 
than $300,000 ahead of the same period 
of last year. The Knight agency re- 
ceived a number of telegrams from the 
home office this week congratulating it 
upon the achievement. 


JOHNSON & HIGGINS GAINS 





Life Department Under Gerald A. 
Eubank Has 9% Gain in June and 
17% for Year to Date __ 


Johnson & Higgins, general agents in 
New York for the Home Life and Pru- 
dential, announce a paid for life insur- 
ance production in June of $2,350,234, ex- 
clusive of group and wholesale insurance. 
This represents a gain of 9% over the 
paid volume of $2,128,500 in June, 1930. 

For the first six months of 1931 the 
Tohnson & Higgins agency reports paid 
business of $15,004,979, against $12,788,- 
000 for the similar period in 1930, a gain 
of $2,216,979, or 17%. 

Gerald A. Eubank is manager of the 
life department of all Johnson & Higgins 
offices. 





LURIE-HOOKES AGENCY DINNER 





Brooklyn National Life Agency Cele- 
brates Results of Drive; Company 
Officers Attend 


A celebration dinner was held Wednes- 
day evening of last week by the Lurie- 
Hookes agency of the Brooklyn National 
Life at the Half Moon Hotel, Coney 
Island. The agency had turned in some 
record production as the result of a cam- 
paign which extended from May 1 to 
June 22. 

The agency winner who won the Pres- 
ident’s Cup was Leon Lurie, while Ben 
J. Hayken was second in production. 
Guests of honor at the dinner were: 
president, William R. Bayes; vice-presi- 
dents, Ben Graham and Frederick W. 
Ladue; assistant secretary, George M. 
Selzer, and Everett H. Taylor, vice-presi- 


dent and general counsel, American 
Surety. Edward Leventhal officiated as 
toastmaster. 





OPEN JAMAICA, L. I., OFFICE 





Young & Capps Branch Just Opened 
Is Managed by J. M. Emigh and J. H. 
Matthei; Off to Good Start 


Young & Capps, uptown New York 
managers for the Fidelity Mutual Life 
whose agency not qiute a year old has 
been hitting a fast clip, have ovened a 
Jamaica, L. I., branch office to be man- 
aged by James M. Emigh and John H. 
Matthei. Mr. Emigh, formerly with the 
New York Life, a good personal pro- 
ducer, joined Young & Capps in April. 
Mr. Matthei, recently brokerage man in 
the Leroy Bowers agency of the Mutual 
Life, came into the Fidelity Mutual 
agency as brokerage manager. They have 
made a good start in Long Island erri- 
tory. 





APPOINT PRATT & WIGHT 


The Travelers has appointed Pratt & 
Wight as general agents, life department, 
at Philadelphia, with headquarters at 
1,500 Walnut Street. The firm is com- 
posed of J. H. Pratt and Frank Wight. 











LEADS 


3431 


inquiries from 
policyholders and prospects 
were sent during one month_ 
recently to agents of -- 


THE LINCOLN NATIONAL LIFE 


INSURANCE 


COMPANY , 


FORT WAYNE,IND., 





BIG MEET IN COLUMBUS 


Governor White and President Charles 
F. Williams Feature Speakers at 
Western & Southern Convention 
The annual central Ohio convention of 
the Western & Southern Life was held 
Thursday, Friday and Saturday of last 
week at the Deschler-Wallick Hotel in 
Columbus. It was attended by company 
representatives from about twenty-five 

nearby towns and cities. 

Governor George White of Ohio was 
the chief speaker at the convention ban- 
quet held Saturday evening. President 
Charles F, Williams, in his address, said 
that it was probably a great blessing that 
people have “hard times” today. Other- 
wise, he said, the country would have had 
anarchism and everything else if “soft 
times” had kept up. 





MADE VERMONT MANAGER 





Berkshire Life Appoints E. B. Halladay 
General Agent for State; Offices 
in Brattleboro 

Berkshire Life of Pittsfield has ap- 
pointed Ernest B. Halladay as general 
agent for the state of Vermont, with 
offices at 80 Main Street, Brattleboro. 

Mr. Halladay is thoroughly familiar 
with this territory, his home for many 
years, and has managed a successful life 
insurance office in this territory for the 
past ten years. The broad experience 
of Mr. Halladay assures policyholders 
and friends of the company efficient and 
courteous service. 





A. F. ARNOLD JOINS WOLFSON 

Alan F. Arnold, vice-president of 
Schiff, Terhune & Co., and manager of 
its life insurance department, joined the 
S. S. Wolfson agency of the Berkshire 
Life in New York this week. Mr. Ar- 
nold will make his headquarters at the 
Empire State Building headquarters of 
the Wolfson agency. He is a member of 
the Associated Underwriters, a group of 
million dollar producers. 





N. Y. ASS’N HAS 1,632 MEMBERS 

At the close of the fiscal year June 30, 
the Life Underwriters’ Association of 
New York City has the largest member- 
ship in it forty-four years’ history. 

Paid membership stands at 1,632, which 
is a considerable increase over the pre- 
vioius year. 


WOODS AGENCY CONFERENCE 





Many Prominent Speakers Address 
Ocean City Convention Next Week; 
Agency’s Business Up 

Addresses by President Thomas I. 
Parkinson and other Equitable Society 
officials will be a feature of the annual 
educational conference of the Edward A. 
Woods Company of the Equitable, to be 
held in Ocean City, N. J., next week. The 
four hundred Woods members who are 
expected to attend will also hear star 
producers of other companies and other 
well-known speakers, including Merle 
Thorpe, editor of Nation’s Business. 

The Edward A. Woods trophy will be 
presented in the concluding session on 
Friday by William M. Duff, head of the 
Woods Company. Mr. Duff will also 
outline the agency’s five-year program. 
The agency is running about 15% ahead 
of last year in written business. 





PIKE WITH UNION LABOR 


The Union Labor Life of Washington 
has appointed Morris Pike, actuary of 
the Unity Life and Accident of Syra- 
cuse, to be vice-president and actuary 
succeeding Rainard B. Robbins. Mr. 
Pike has had a broad experience in the 
business, was formerly with the New 
York Insurance Department, is a mem- 
ber of the New York Bar and an asso- 
ciate member of the Actuarial Society 
of America and the Casualty Actuarial 
Society. 





LAWRENCE AGENCY GAINS 


By writing $700,000 of new business 
during May, the Howard C. Lawrence 
agency of the Lincoln National in New- 
ark, surged ahead of the same month of 
last year. The agency members were 
divided into two teams during the month. 
The losing team, headed by H. F. Brue- 
ninger, tendered a dinner to the winning 
team, headed by A. B. Schumann, last 
month. 





JULIAN S. MYRICK AGENCY 

The paid-for business of the Julian S. 
Myrick Agency of the Mutual Life in 
New York for June was $3,453,700 as 
compared with $3,226,889 for June, 1930. 
For the year the total paid-for business 
amounted to $21,281,905 as compared 
with $25,287,561. 
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During 1930, the New England 
Mutual issued and revived 
24,325 policies amounting to 
$137,429,657. @ The Insurance 
in Force was increased by 
$62,300,889, or 45.3% of the New 
Business. 
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Staff Pledges Support 
To Clancy D. Connell 


PROMISE 50% GAIN IN PAID-FOR 





Each Producer to Ask Old Clients for 
At Least Four Names; Aim to Make 
Provident Leaders’ Club, Too 


No finer display of loyalty to a general 
agent has been given than that shown bv 
the staff of Wells & Connell, Provident 
Mutual Life in New York, at a breakfast 
meeting held a week ago in recognition 
of Clancy D. Connell’s election as "resi- 
dent of the Life Underwriters’ Associa- 
tion of New York. 


At the initiative of an agency commit- 
tee of four, headed by Philip D. Fagans, 
the agents went on record to support Mr. 
Connell’s presidency of the New York 
Association as well as the Provident’s 
General Agents’ Association with an in- 
dividual paid-for production increase of 
50% during the period from July 1, 1931, 
to July 1, 1932. At the same time they 
pledged themselves to qualify at least as 
members of the Provident Leaders’ Club 
during that period. 

Represented on the committee were 
Erich Moraller, Arthur J. Miller and 
Curtis K. Hicks in addition to the chair- 
man. 


Intensive Prospecting 

It was further pledged that each agent 
will endeavor to get from his old policy- 
holders at least four people to call on 
with the thought in mind that out of 
those four at least one geod prosnect 
could be secured. On this basis it was 
figured that each producer could add at 
least two good prospects to his list a 
week; that from July 1, to January 1, 
1932, they could individually add fifty-two 
live prospects, and in selling twenty out 
of the fifty-two they would more than 
make their pledged 50% increase. 

In addition the brokerage denartment 
of the agency, John Mumford manager 
and Edward K. Simpson, associate, have 
also been enlisted for a 50% production 
increase. 

Chairman Fagans says that the next six 
months is expected to be the most in- 
tensive prospecting period ever experi- 
enced in the Wells & Connell agency. A 
chart is being posted showing each pro- 
ducer’s progress in relation to his Provi- 
dent Leaders’ Club quota and those who 
have reached this objective will then be 
given the quota of at least 50% gain over 
the past fiscal year, 


Mr. Wells’ Fine Record 


In planning this expression of loyalty 
to Mr. Connell the Wells & Connell staff 
did not lose sight of the very fine record 
of service to the business that has been 
given by the senior partner, Graham C. 
Wells. He served the New York associa- 
tion with distinction as its president in 
1923 and was also elected president of 
the National Association of Life Under- 
writers the same year. Since that time 
he has been on the executive committees 
of both associations, generously giving 
of his time and thought. 

It is believed that this is the first time 
where two members of a firm of general 
agents have served the New York asso- 
ciation as president. 


The following signed the nledge: 

Philip D. Fagans, Arthur J. Miller, Erich L. 
Moraller, Curtis K. Hicks, Waller V. Morgan, 
Arthur H. Peck, Frank M. Philipp, Arthur C. 
Oakes, W. C. Carpenter, Marie N. Foulkes, 
Owen M. Smith, James M. Adams, Jr., James 
S. Jeffries, Albert P. LaRoza, Willis A. Garvey, 
C. D. Silvernail, F. E. Green. 

Also Raymond G. Spilsbury, Eric F. Waeber, 
Munsey S. Gleaton, Louis E. Orcutt, Horace K. 
Turner, William E. Riddle, C. E. Damron, 
Joseph W. Beasley, Jr., Morris G. Welch, James 
C. Parker, George Parkins, Maurice Shibley, 
Richard T. Huxford, Earl H. Bennett, George 
Ingram, Norman R. Smith, Sally Smith, Harry 
M. Bremer, Ralph E. Werley. 

Brokerage Department: John Mumford and 
Edward K. Simpson. 
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Independence 


Today, more men than ever before are creating 
estates through Mutual Benefit life insurance. 
These men know nothing of the old time 
methods of 
have that certain confidence that comes from 
resources 
reserve that can be depended upon to help 
meet future contingencies. 


The Mutual Benefit’s eighty-six years of suc- 
cessful estate building is inspiring men every- 
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GROUP FOR ITALIAN AVIATORS 

The Italian Royal Ministry for Aero- 
nautics has placed with the government 
insurance bureau, the Instituto Nazionale 
dell’ Assicurazioni in Rome, a group in- 
surance contract for the entire military 
and civil personnel of the Royal Avia- 
tion Corps. The limits are for privates, 
Lire 20.000; for non-commissioned offi- 
cers, Lire 50.000; for subalterns, Lire 
100.000; staff-officers, Lire 150.000 and 
for generals, Lire 200.000. If the assured 
is father of five children who are born 
after the insurance goes into force his 
premium will be reduced by 25%; if he 
has six, 50%; seven, 75%. 


MADE INDIANA MANAGER 

Herbert A. Luckey has been made 
manager of the Ordinary department for 
Indiana of the Life Insurance Co. of Vir- 
ginia, He is retiring president of the 
Indianapolis Association of Life Under- 
writers, and has been special agent of 
the New England Mutual Life. 





$500,000 DEATH CLAIM PAID 
Checks for $500,000 were paid by the 
Missouri State Life last week to the 
beneficiaries of life policies on Harold 
E. Woodward, vice-president of the 
Woodward & Tiernan Printing Co. of 
St. Louis, who died on June 22. 





wealthy men. 


the future welfare of his dependents. 


Insurance, as exemplified by The 
Company. 


as an investment. 





A Substitute for Money 


There are two important things in life, to which money can contribute— 
personal comfort and the welfare of dependents. 
recognized as somewhat selfish; the other as mainly magnanimous. 


The aggressive struggle for money loses man one of his choicest possibili- 
ties—the acquisition of friends—for the public generally does not care for 
They may be envied, but they are not always liked. There is 
a sort of arrogance to affluence, which creates resentment. 


There is, however, a philosophy in the acquisition of money which leaves 
one popular and which is founded on common sense. 
would ordain that the individual should see to it that he acquires sufficient 
funds to guarantee his own personal comfort, and at the same time insure 
More than this is surplusage, when one 
remembers that neither health nor happiness can be bought with money. 


How to accomplish the first part of this program is an individual problem, 
but the second can be positively assured by complete coverage in Life 
Northwestern Mutual Life Insurance 
Not only does Northwestern Insurance provide for the future 
welfare of dependents, but it may be used to contribute to the personal 
comfort of the assured as well, to say nothing of its well-recognized utility 


Be rich—without being wealthy, with all its handicaps. Let Life Insurance 
do for you what your acquired money would do. In every aspect of the value 
of money to man, Northwestern Life Insurance may be used to play an 
important part, the exact nature of which can, and gladly will, be explained, 
without obligation, by Northwestern Agents everywhere. 


The Northwestern Mutual Life Insurance Co. 


Milwaukee, Wisconsin 


One of these will be 


Reduced to a rule, it 








John I. D. Bristol 
Honored at Dinner 

HIS HIGH STANDARDS PRAISED 

Clifford L. McMillen, Mr. Bristol’s Sue- 


cessor, is Host; Aims to Carry On 
Same Ideals 








The contributions of John I. D. Bristol, 
retiring Northwestern Mutual general 
agent in New York City, to life insurance 
were acknowledged fittingly on Monday 
evening at a dinner given him by his suc- 
cessor, Clifford L. McMillen.. The affair, 
held in the Crystal Room of the Ritz- 
Carlton Hotel, was attended by about 
sixty members of the former Bristol or- 
ganization who will be associated with 
Mr. McMillen. 

From Milwaukee came Charles H. Par- 
sons, superintendent of agencies, and Dr. 
Charles E. Albright, well known million 
dollar producer, to attend the dinner. Mr. 
McMillen presided as toastmaster and 
before introducing the speakers of the 
evening he paid tribute to his illustrious 
predecessor and said that he hopes to be 
able to carry on the same high ideals. 

Mr. Parsons told of the respect and ad- 
miration the Northwestern Mutual home 
office executives feel for the retiring gen- 
eral agent, and read greetings from 
President W. D. Van Dyke and other of- 
ficials. Dr. Albright told of Mr. Bristol’s 
influence on his early years in the busi- 
ness and said that the principles for 
which the New Yorker stood had 
prompted him to enter the business in 
the first place. 

Testimonial letters and_ telegrams, 
tributes to the character of Mr. Bristol, 
were read at the dinner by Charles F. 
Kreter of the Bristol office. Among these 
were many from general agents of other 
companies. Mr. Kreter also named a 
committee of the Association of Agents 
of the Northwestern Mutual in New 
York City who will draw up a. set of 
resolutions on the retirement of Mr. 
Bristol. This committee includes Alfred 
Weil, David Calder and C. W. Powell. 

Theodore A. Peyser, another Bristol 
agency member, told of Mr. Bristol’s love 
for the works of Horace Greeley, and 
commented that in spite of this fact Mr. 
Bristol did not follow Greeley’s advice to 
the young man, “Go West,” but came 
East. On behalf of the office force Mr. 
Peyser presented the guest with a beau- 
tiful basket of roses. 

Mr. Bristol appeared to be deeply 
touched by this tribute when he arose to 
his feet. He soon regained his compo- 
sure and gave a talk which was probably 
the highlight of the evening. He asked 
the agents to keep on fighting for high 
standards in the insurance business, to 
continue to follow the principles he laid 
out in 1893. Efficiency, character and en- 
ergy are the necessary requisites of suc- 
cess in life underwriting, he said. 


SAN FRANCISCO HEAD 
B. F. Shapro Elected; Karl Brackett, 


Retiring President, Receives Heron 
Trophy for Service 

B. F. Shapro, general agent of the 
Penn Mutual, has been elected president 
of the San Francisco Life Underwriters’ 
Association. He succeeds Karl L. Brack- 
ett who was presented with the Heron 
Trophy last week in recognition of his 
work as president during the last year 
for “preservation of the agency system.” 

Other officers elected at the meeting 
were: Otto L. Zeus, Travelers, first vice- 
president; James M. Hamill, Equitable 
Society, second vice-president; Thomas 
A. Gallagher, Western States Life, sec- 
retary; P. G. Young, Metropolitan, re- 
elected treasurer. Members of the ex- 
ecutive committee elected are: Dr. E. L. 
Woodruff, Manhattan Life; Roy Corhan, 
Mutual Life; Samuel O. Hall, New York 
Life; J. W. Strawn, Aetna; John D. 
Lively, Occidental; Walter Palmer, Prov- 
ident Mutual; Harold Rose, West Coast 
Life; Art H. Greve; Equitable Society, 
and Leslie F. Rice, Connecticut Mutual. 
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“OLD ASSOCIATION” 

The announcement that there will be 
no meeting of the New York State As- 
sociation of Supervising and Adjusting 
Fire Insurance Agents—more intimately 
and lovably known as the “Old Associa- 
tion”—this year left in its wake a regret 
that is deep, widespread and _ sincere. 
This meeting, usually held in the Adi- 
rondacks, claimed a place in the affec- 


tions of executives and fieldmen and 


their wives and families second to no 
meeting of insurance people. 

Launched back in 1872 the “Old Asso- 
ciation” functioned as an upward lifting 
force in the business of fire insurance, 
bringing together as it did fieldmen, ex- 
ecutives and association directors once a 
year when they could forget all of the 
intricate problems of competition and 
give themselves over to two days of fra- 
ternal communion and play, providing 
opportunity for the old and new mem- 
bers to really get acquainted with their 
fellows understandingly. 

Meetings have been held each year 
with the exception of one or two war 
years until this year, when in common 
with many other of the purely social 
organizations of the business it seemed 
wise to pass up this annual get-together 
for 1931. 

Noteworthy and worth restating at this 
time are the aims and objects of the 
“Old Association” : 


“The original aim of this Association, 
when first organized, was to promote a 
friendly, social feeling between the field- 
men, which would naturally arise between 
them as they became personally ac- 
quainted, and through that friendship for 
one another promote a healthy and vig- 
orous co-operation to suppress evil prac- 
tices in underwriting. This view was 
held by the original organizers, and time 
has proved the correctness of those views 
as evidenced by the warm friendships 
which were made during the active peri- 
od of our Association. This: aim was 
kept steadily in view by the Association, 
and was ever a hostile foe to jealousies 
and bitter antagonism, thus enabling us 
to work cheerfully, honestly and faith- 
fully for the common good. If we mis- 
take not, the same views obtain at this 
time, and we earnestly ‘hope they will 
ever continue.’ 

“First. To make use of every possible 
means within our power to educate our- 
selves in all departments of fire under- 
writing, disseminate the knowledge 
gained and aid materially in elevating 
the standard of the profession. 

“Second. To impress upon our mem- 
bers the importance of dealing fairly and 
honestly with one another, thus avoiding 
all bitterness, jealousies and antagonism, 
and to abhor all trickery and deception, 
which invariably breed dissensions, and 
also bring the profession in bad repute 
with the insuring public. 

“Third. To encourage comity and fair 


practice in the adjustment of honest 
losses, both as between companies and 
the assured. 

“Fourth. To educate agents to ob- 
serve correct practice in writing forms 
of policies, survey of risks, granting per- 
mits for extra privileges, the obtaining 
of adequate rates for hazards assumed 
and the observance of comity with one 
another, and the security of hearty and 
cheerful co-operation to secure needed 
forms.” 

The presidents of the “Old Associa- 
tion” from its inception to date consti- 
tute a magnificent hall of fame among 
field representatives of fire 
companies in New York state. Many of 
these men have been called home to 
their eternal rest. Many others have 
been transferred from field to home of- 
fice positions. The roster: 


T. P. Stowell C. F. Paige 

A. Newton Locke A. J. Woodworth 
Alfred Rowell O. W. Palmer 

D. C. Osmun Chas: R. Knowles 
H. A. Glassford Geo. W. Burchell 
Thomas Turnbull L. S. Morgan 

A. P. Howes J. M. Hodges 

C. L. Hedge John Marr 
Clinton F. Paige C. W. Du Bois 

C. H. Van Antwerp L. L. Barney 

C. H. Hibbs C. B. Whiting 
George W. Wyatt H. B. Smith 

G. B. Greenslet T. C. Nichols 

A. W. Selkirk 

E. J. Haynes, Jr. 
Howard P. Moore 
Frank L. Curtis 
FE. H. Hornbostel 
J. M. Carothers 
J. H. Vreeland 


insurance 


Geo. P. Peck 

I. Lloyd Greene 
J. M. Donald 
Henry L. Morgan 
P. W. Clark 


W. W. Lenox P. B. Jarvis 
‘C.R. Folsom W. C. Roach 
J. W. Wood J. A. Jordan 
L. C. Breed W.H. Taylor 
R. F. Van Vranken Jf. B. Dacey 
J. G. Currie L. G. Leonard 
W. T. Bessant A. J. Halsey 


Sterling character, the dominant em- 
bodiment of this fine group of men, has 
left its impress on the great business of 
fire insurance and its personalities in 
this field, and justifiable is the pride 
manifest everywhere by members of the 
“Old Association” for those who have 
been its leaders: 


In conversation with fellow members 
there has been expressed the hope that 
the passing of this year’s meeting is only 
a recess in the affairs of the “Old As- 
sociation” and that with the coming of 
another year it will be found possible, 
on the part of those who control its 
destinies, to announce the foregathering 
of the clans of the “Old Association” for 
its mid-summer Adirondack outing. 





Paul Sumien, since 1922 at the head of 
the French Bureau for Supervision of 
Private Insurance in Paris, has resigned 
his post. 




















GEORGE I. COCHRAN 





George I. Cochran, president of the Pa- 
cific Mutual Life of Los Angeles, recent- 
ly received congratulatory messages from 
a large number of presidents of life in- 
surance companies on the occasion of his 
twenty-fifth anniversary as president of 
the company. Mr. Cochran is a native 
of Canada and is a graduate of the Uni- 
versity of Toronto but during all his 
business and professional life he has lived 
in California where he started practice 
as an attorney in Los Angeles imme- 
diately after being admitted as a bar- 
rister-at-law in Toronto in 1888. He was 
elected president of the Pacific. Mutual 
Life in 1906. He has many civic inter- 
ests and was a delegate to the Repub- 
lican Presidential convention at Chicago 
in 1918 and is a member of the Repub- 
lican State Committee. 

* * * 


Heber J. Grant, president of the Utah 
Home Fire and of the Beneficial Life of 
Salt Lake City, and his daughter are on 
a vacation in the East. During his trip 
east Mr. Grant, who is president of the 
Mormon Church, stopped at Fremont, 
Neb., where he dedicated the site for the 
marker on the Lincoln Highway at a 
point near where Brigham Young and 
his followers raised the second Liberty 
pole in 1847, while on their way to set 
up the Mormon empire in Utah. 

* * * 


Arthur F. Hall, president of the Lin- 
coln National Life, is playing host this 
week-end to a group of senior officers 
and executives of the company at his 
summer home on the shores of Lake 
Michigan. This party will be the sec- 
ond of its kind that Mr. Hall has given. 


* * * 


Dr. Herbert J. Stack, supervisor of 
child safety activities in the National Bu- 
reau of Casualty & Surety Underwrit- 
ers, is now on a 6,000 mile automobile 
tour which will take him into forty uni- 
versity towns of the United States in 
nine weeks. He will address the summer 
sessions of the institutions of learning 
and appear before chambers of com- 
merce, Rotary Clubs and the like. He 
is also scheduled to address the World 
Federation of Education at Denver, Colo., 
on July 29. His trip takes him through 
the northern tier to Denver, and his re- 
turn is through Arizona, New Mexico, 
Texas and the South. 


* * * 


Linn S. Kidd, son of Indiana Insurance 
Commissioner John C. Kidd and himself 
an insurance man, and Miss Dorothy 
Kerfoot were married at Brazil, Ind., last 
week L. S. Kidd is general manager of 
the Kidd Insurance Agencies of Brazil. 





COL. HOWARD P. DUNHAM 





Col. Howard P. Dunham, insurance 
commissioner of Connecticut, on July 1 
began another term as head of that 
state’s insurance department. This is his 
third term. He is one of the country’s 
most popular commissioners and when 
his reappointment was somewhat in 
doubt earlier this year because the pres- 
ent Connecticut governor is a Democrat 
and Col. Dunham a Republican, insur- 
ance companies and agents alike rallied 
to his support. So great was the demand 
that Col. Dunham remain in office that 
Governor Cross did not supplant him 
with some member of the Democratic 
party. Commissioner Dunham is also 
president of the Wethersfield Bank & 
Trust Co. and was formerly a member 
of the state legislature. He also served 
as president of the National Convention 
of Insurance Commissioners, 


Ralph B. Ives, president of the Aetna 
(Fire) of Hartford, was last week elected 
chairman of the executive committee of 
the National Board of Fire Underwriters. 
The committee with its newly elected 
members held its first meeting last 
Thursday since the annual meeting of 
the National Board in May. By this 
election to chairmanship of the execu- 
tive committee Mr. Ives is placed in line 
for eventual promotion to the presidency 
of the National Board. 

ie © 

A. G. Hemming, actuary and manager 
of the life department of the London 
Assurance Corp., will retire on Septem- 
ber 25, after thirty-two years’ service 
with the company. He is sixty-five years 
of age and has had a distinguished ca- 
reer in the business. At the age of 
twenty-one he became a Fellow of the 
Institute of Actuaries. In 188 he joined 
the Northern Assurance and was subse- 
quently assistant London secretary of 
the Scottish Widows’ Fund. Mr, Hem- 
ming joined the London Assurance in 
1899 as assistant actuary and in 1901 was 
appointed actuary. 

+ a 

Adolphe Wolfe, vice-president of the 
Oregon Mutual Life, received the hon- 
orary degree of doctor of laws at the 
commencement exercises of Oregon 
State College. President Kerr of the col- 
lege referred to Mr. Wolfe, just past 
83 years of age, as “for fifty one-years 
a directing influence in industrial, com- 
mercial and civic life in Oregon, a friend 
and patron of music, art and education 
and an octogenarian. par. excellence.” 

* 


J. F. D. Scheltema, general manager 
of the Netherlands of The Hague, who 
has been in this country visiting the 
United States branch at Hartford, sailed 
for Europe on Monday on the Bremen. 
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How Agents Find Business Now 


_ In the local agency field a late report 
indicates that everything is still calm and 
uncollected. 


* * 


Commission Wars of Decades Ago 


Some thirty-odd years ago the old 
Hudson County (New Jersey) Board of 
Fire Underwriters held a dinner at the 
Washington Hotel in Jersey City with 
the late Thomas M. Gopsill as toast- 
master. Hudson County at that time 
was in the throes of a commission war 
and competition was keen. Agents and 
sub-agents were appointed without re- 
gard to qualifications and a merry war 
ensued. 

The principal speaker was the late 
much esteemed Alfred Rowell, special 
agent of the Aetna (Fire) and one of 
the brainest field men who ever traveled 
the state. The theme of his address was 
that high commissions benefited only the 
assured, reaching him directly or indi- 
rectly, to the detriment of the legiti- 
mate agent. It caused undesirables to 
enter the business; men who made it a 
part-time practice or for the purpose of 
securing business for enterprises that 
they were personally interested in and 
was the prime factor in the rebating 
evil. High commissions he said created 
conditions that permitted the assured in 
one way or another to secure a reduced 
cost. 

It was not long after this that the 
New York Fire Insurance Exchange was 
formed and assumed supervision of the 
territory, agents were limited and a 
more normal and healthy condition pre- 
vailed for many years. 

Alfred Rowell’s statements were made 
over thirty years ago but they are being 
repeated frequently today. 

* ¢ s 


Old Ocean House at Toms 
River, N. J. 

Passing through the town of Toms 
River, N. J., the county seat of Ocean 
County, recalls many pleasant days spent 
at the old Ocean House, now remodeled 
and modernized by the present owner, to 
a general agent who knows the Jersey 
field well. 

Toms River has always been an active 
insurance center and one of the leading 
agencies was started about forty years 
ago by Schinn & Holman. Joe Schinn 
afterward became special agent for the 
Royal and George H. Holman continued 
the agency. His office associate at that 
time was Samuel C. Bailey who succeed- 
ed him and the agency is now conducted 
under his name. The activities of this 
agency brought many of the old time 
field men to Toms River and thew often 
stopped overnight at the Ocean House. 

Memory recalls such names as _ the 
late Ross M. Wickham of the National 
of Connecticut; the late James W. 
Howie of the Royal, who succeeded Joe 
Schinn; C. G. Baxter, then with the In- 
surance Company of North America; 
George Barley, then with the Phenix of 














—— 


Brooklyn, and a host of others active 
at that time in the New Jersey field. 

The Ocean House was conducted by 
Captain Cook, an old time sea-faring 
man and was unique in many ways. The 
office consisted of a register on one end 
of a long bar; the wash room consisted 
of a bucket of water and a basin in the 
opposite corner, with the then popular 
roller towel. The bedrooms were 
equipped with wash bowl and pitcher, no 
running water, a small stove and a bas- 
ket of wood; if you were cold you start- 
ed your own fire. When retiring, you 
carried your own kerosene oil lamp up- 
stairs, no electricity being available then. 
The dining room had a sanded floor and 
long tables, seating about twenty each. 
It was operated on a strict schedule. If 
you arrived five minutes after closing 
hours you were just out of luck. 

The meals, however, were fine and 
Captain Cook’s hotel was noted far and 
wide for the quality of beefsteaks. Many 
of the old coaching parties stopped there 
for dinner and if the old register could 
be consulted, such names as the late 
President Grover Cleveland, George J. 
Gould and others would be found on its 
pages. The Ocean House was a unique 
hotel and this may recall pleasant mem- 
ories to old timers who spent many 
nights at this place. 

= =< # 


Abe Lincoln as Inspector 


Abraham Lincoln once played the role 
of inspector on the responsibility and 
character of one of his fellow townsmen, 
according to Dr. Louis A. Warren, di- 
rector of the Lincoln Museum of the 
Lincoln National Life, who tells of a 
letter Lincoln wrote while acting in this 
capacity. This reply, containing ‘the 
characteristic Lincoln humor as well as 
a subtle lesson in thrift, read as follows: 
“Dear Sir: 

“Yours of the tenth received. I am 
well acquainted with the gentleman 
named and know his characteristics. 
First of all he has a wife and baby; 
together they ought to be worth $50,000 
to any man. Then he has an office in 
which there will be a table, worth $1.50, 
and three chairs, worth say $1.00. Last 
of all, there is in one corner a rathole, 
which will bear looking into. 


“Respectfully, 
“A, Lincoln.” 
* * * 
Old Library of Newark Salvage 
Corps 


Francis J. Meeker, first superintendent 
of the Newark Salvage Corns, in addition 
to being a first class fire fighter was an 
ardent book collector and dealer in rare 
works of literature. He was regarded 
as more or less of an authority on the 
Civil War and the life of Lincoln and 
possessed a fine private collection of 
books about the United States during the 
Civil War period, 

When the present quarters of the sal- 
vage corps were erected in Washington 
Square, Newark, Mr. Meeker equipped 
a library for the men. It contained many 


of the standard works as well as lighter 
reading and current popular magazines. 
It was a cozy spot and many pleasant 
hours were spent there by members of 
the corps and also fire insurance men of 
that part of New Jersey. The fire in 
1908 which destroyed the interior of the 
building likewise ended this library. 
i oe 


British Fire Losses During May 


A ray of sunshine has dispersed a 
little of the gloom which the trade de- 
pression has spread over the usually be- 
nign features of English fire under- 
writers. To their satisfaction the esti- 
mated fire losses in the United Kingdom 
during May were as low as $2,000,000. 

This figure compares very favorably 
with the losses of $2,730,000 in the cor- 
responding month of last year. And as 
the losses in the same month in 1929 
were $4,650,000 underwriters are particu- 
larly pleased. During the first five 
months of this year the fire loss is es- 
timated to be $18,550,000. During the 
same period in 1930 and 1929 the losses 
were $19,805,000 and $27,930,000 respec- 
tively. 

If the losses continue in the same ratio 
until the end of the year, the fire wast- 
age in Britain will be around about 
$40,000,000. The experience will show 
an improvement of approximately $5,- 
000,000 over 1930 figures and nearly 
$19,000,000 as compared with 1929. 

ee * 


Summer Play-going 


It’s about time to present another 
Broadway theatre summary, especially 
since the last week of June left New 
York with just about the smallest group 
of plays ever known to the White Way, 
only eighteen in all, but fortunately most 
of them worth seeing. This time I 
will turn the column over to Frank L. 
Lane, Home Life general agent in New 
York, who strives to see the best in 
dramas, musicals and comedies, and who 
is frequently a first nighter. While it is 
sometimes difficult to make definite rec- 
ommendations the following, in Mr. 
Lane’s opinion, should not be passed up. 
In fact, they are worth seeing over again. 

In the list of drama we find “The Bar- 
retts of Wimpole Street,” “Grand Hotel,” 
“Tomorrow and Tomorrow” and “The 
Green Pastures,” all splendidly acted and 
holding the interest from beginning to 
end. 

Among the comedies several worth see- 
ing are “Once in a Lifetime,” “Private 
Lives,” “As Husbands Go” and “Old Man 
Murphy.” 

Musical comedy preferences listed by 
Mr. Lane are “Rhapsody in Black,” 
“Third Little Show,” “The Band Wagon,” 
Gilbert and Sullivan Revivals and “Crazy 
Quilt.” “To my mind these thirteen pro- 
ductions constitute the best of those on 
Broadway today,” he says. 

Now let’s look into the frequently baf- 
fling make-up of the average audience. 
It is observed by Critic Lane that each 
performance varies with the degree of 
enthusiasm from the audience. That’s 
why he enjoys seeing a play over and 
over again. “I have found,” he says, 
“that there is often a variance of ten or 
fifteen minutes in the final ‘break’ or 
curtain in a play. When an audience 
‘sits on its hands’ as they term it in the 
show business, the actors and actresses 
lose interest in their performance, go 
through the show mechanically. The re- 
sults: the show is over quickly. Whereas 
when the audience is an enthusiastic one, 
shows its appreciation by the frequent 
applause the cast deserves, there is an 
entirely different performance. No bet- 
ter example comes to mind than the will- 
ingness of Bill Robinson, the famous col- 
ored tap dancer, to perform for half an 
hour to an hour after curtain calls al- 
most nightly in “Brown Buddies” be- 
cause of his keenly appreciative audi- 
ence. They just wouldn't let him stop. 

* * 


The Box Office 


“The cost of theatre tickets has come 
down this past season, and I think they 


will certainly remain where they are, and 
probably drop lower in the fall. It has 
been the policy of producers to raise the 
prices when a play turns out to be a hit 
but this year, in order to keep the shows 
running, they have been compelled to re- 
duce prices. 

“The outstanding example of what the 
theatre can do with a reasonable scale of 
prices is the crowded houses at the Er- 
langer Theatre where Milton Aborn has 
been reviving the Gilbert and Sullivan 
operettas. The prices range from 50 cents 
to $2 and for the past two months they 
have sold out for every performance in 
addition to having from twenty to thirty 
people paying for standing room. 

“Another example is found in “Green 
Pastures” which had enjoyed a year’s run 
at a $440 top. It began to slide in at- 
tendance and they reduced the prices to 
three dollars with the result that they 
have been compelled to extend the run 
of the play through the summer. 

“And the final touch is added by Mr. 
Ziegfeld, who is only charging $5.50 for 
the opening night of his famous Follies. 

* * * 


What Not to Do 


“I went to see “Grand Hotel” for the 
third time a few weeks ago on a Satur- 
day afternoon while the thermometer 
played tag with the 95 degree mark. My 
companion was an insurance newspaper 
man. He liked the play immensely, 
thought it one of the finest productions 
he had ever seen, but did he use his 
hands at the end of the show? He did 
not! But he did What practically every 
New Yorker does. While the cast was 
taking their bows he walked out of the 
theatre! 

“I cannot understand this attitude of 
New York audiences. We attend a party 
at a friend’s house and never fail to 
thank them for a pleasant evening, no 
matter how bored we might have been; 
we write to our favorite radio station 
when we enjoy a program; yet we do not 
take the trouble of showing our appre- 
ciation when we are at the theatre. Let- 
ting the cast know that the play has 
been enjoyed is no more than they de- 
serve when they have done a good job.” 

* * x 


1931 Edition of the Assekuranz- 
Jahrbuch 


Volume 50 of the Assekuranz-Jahr- 
buch, founded in 1880 by Professor Ehr- 
enzweig, is now available. The editor 
of the 1931 volume is Professor S. J. 
Lengyel of the University of Vienna, 
working in co-operation with Dr. Alfred 
Berger, Dr. Wilhelm Berliner, Professor 
Ernst Fanta, Dr. Georg Schlesinger and 
Dr. Max Wollner. 

This yearbook contains the usual and 
most excellent international bibliographv 
of recent insurance books and articles 
and important statistical and historical 
section covering the present status of in- 
surance in the leading countries, and a 
series of technical articles by the leading 
insurance scholars of Europe. Among 
these articles are Alfred Berger’s 
paper on Hattendorff’s theory of risk; 
Dr. Hagstrom’s article on mathematics 
applied to economics; Dr. Vajda’s essay 
on the contribution system in invalidity 
insurance; Dr. Gerhard Worner’s pre- 
mium differentials in private accident in- 
surance and Dr. Riebesell’s paper on the 
status of reinsurance in the fire insur- 
ance business. There is also a most ex- 
cellent paper by the noted Dr. Ernst 
Bruck on world insurance law and Har- 
ard v. Waldheim’s discussion of German 
savings banks and the relation of sav- 
ings bank practice to the insurance busi- 
ness. 

The yearbook is published by the Com- 
passverlag of Vienna and Leipzig. 

* * * 


Ads in Fifty Papers 
The Pacific Mutual Life is running 
weekly advertisements in fifty newspa- 
pers, mostly on the Pacific Coast. The 
copy is set in editorial style, giving the 
appearance of a columnist’s article. 
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Fire 20 Stories Up 
Balks N. Y. Firemen 


TOWER UNDER CONSTRUCTION 








Underwriters Again Face Problem of 
Fires in Unfinished Buildings With 
Facilities Lacking 





Fire insurance men in New York are 
awaiting the reports of inspectors of the 
companies and the loss committee of the 
New York Board of Fire Underwriters 
on the fire which Monday afternoon 
burned through the tower of the Star- 
rett-Lehigh building under construction 
between Eleventh and Thirteenth Ave- 
nues and Twenty-sixth and Twenty-sev- 
enth streets. Although the fire occurred 
only about twenty stories above street 
level firemen were unable to extinguish it 
for several hours because there were no 
hose connections from standpines in the 
building near the floors where the fire 
was raging. 

The steel work of the tower had been 
about completed and the flag raised so 
that there was little scaffolding on the 
outside of the building other than the 
outside hoist for materials and workmen 
when the fire started. However, the 
wooden forms around the steel columns 
on the upper floors into which concrete 
is poured provided ready material for the 
flames and whatever structural damage 
may have been done will be the result of 
the heat generated by the burning wood. 

When the firemen arrived and found 
that they could not fight the fire by hose 
lines attached to standpipes on the upper 
floors of the tower because the connec- 
tions were not completed and no water 
was in the pipes they were forced to at- 
tempt to shoot streams from the street 
level, the lower floors of the building in 
which the fire occurred and from adjoin- 
ing buildings. Although more than 1,000 
pounds pressure was used the nozzles 
could not be carried high enough for the 
water to be effective in extinguishing the 
flames. The fire had practically to burn 

itself out while the firemen put most of 
their efforts into protecting the lower 
floors and nearby property from catching 
fire. 
Stonework Was Not in Place 

Fertunately for the insurance compa- 
nies the outside stonework was not in 
place so that this will not have to be 
replaced. Whether any of the steel col- 
umns buckled under the intense heat 
was not known soon after the fire. As 
it was the top floors which burned there 
was no great heavy weight above the 
steel that was heated except two derricks 
on the tower. These were supported 
by wooden beams which caught fire and 
for a time it was feared these might fall 
and do considerable damage to whatever 
they might strike. 

Although the actual damage to this 
building insurancewise will probably not 
be great there remains the problem of 
frequent inability to fight fires in build- 
ings in course of construction where the 
flames are out of range of high pressure 
streams shot from hose lines on or near 
the street level. The Sherry-Netherlands 
and the Riverside Church fires demon- 
strated the need for the removal of com- 
bustible scaffolding and this problem has 
now been rather well solved. However, 
the Starrett-Lehigh Building fire shows 
that the wooden forms for pouring con- 
crete and the absence of completed and 
usable standpines make the danger of 
fire in unfiuished buildings a matter of 
concern to insurance men. 





The directors of the Fireman’s Fund 
have declared the regular quarterly divi- 
dend of $1.25 a share, payable July 15 
to stockholders of record June 30 


New Aviation Company 
Is Formed In England 


SIR ARTHUR WORLEY CHAIRMAN 





Leading Companies and Lloyd’s Mem- 
bers Unite in Formation of the Brit- 
ish Aviation Insurance Co. 





Several leading British insurance offices 
together with a number of Lloyd’s un- 
derwriters have formed the British Avia- 
tion Insurance Co., Ltd., with a capital 
of $1,250,000. This development follows 
the rapid extension of aviation and the 
growing demand for insurance protec- 
tion against flying risks. The new com- 
pany will commence business in the 
near future and will write all classes of 
aviation risks for all types of aircraft. 

Among the companies which are asso- 
ciated with this joint undertaking are the 
Commercial Union, London Assurance, 
London & Lancashire, Phoenix of Lon- 
don, Royal, Sun Insurance Office and the 
North British & Mercantile. Sir Arthur 
Worley of the North British & Mer- 
cantile will be chairman of the new avia- 
tion insurance company. 

News of the formation of the British 
Aviation Insurance Co. through joint ef- 
forts of the company heads and members 
of Lloyd’s is not surprising to American 
insurance men. Somewhat similar meth- 
ods have already been employed here ex- 
cept that in addition to the formation of 
separate companies distinctly aviation 
underwriting offices are issuing policies in 
the name of the underwriters and guar- 
anteed by the companies represented. 
There are three large aviation under- 
writing organizations in this country, 
the Aero group of Barber & Baldwin, 
the United States Aircraft Insurance 
Group and the Associated Aviation Un- 
derwriters of Chubb & Son and the Ma- 
rine Office of America. 


BARS INSURANCE DICTATION 








Oklahoma Insurance Board Holds Lend- 
ing Companies Cannot Henceforth 
Interfere with Assureds’ Rights 
The Oklahoma State Insurance Board 
has ruled that building and loan, bond 
and mortgage, investment, finance and 
automobile financing companies, as well 
as other lenders of money, have no legal 
right to tell borrowers in which com- 
panies they shall place their insurance. 
Secretary W. M. Murdock of the State 
Board says there must be a stop to the 
practice of financial institutions dictat- 

ing the placing of insurance policies. 

The Board also announces that it will 
not relicense several hundred holders of 
agency licenses on the grounds that they 
are one-risk agents or are otherwise un- 
fit to remain in the business. This ac- 
tion is being taken on the complaints of 
many of the legitimate producers of the 
state. 
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State’s Insurance Department is Fighting 
Disreputable Agents and Brokers; 
First Prosecution Last Week 
The Pennsylvania Insurance Depart- 
ment is making a strong drive against 
agents and brokers who are dropped by 
companies for failing to turn in collec- 
tions and who secure licenses from other 
companies, as well as against others who, 
in the department’s opinion, do not meas- 
ure up to the high standards of the 

business. 

The first prosecution took place last 
week when Robert Lanzoletti was held 
in $1,000 bail for the grand jury by one 
of the magistrates’ courts on charges of 
perjury in connection with alleged false 
statements he made in his application to 
the department for a license. Lanzoletti 
asserted in his application that he had 
never been arrested while records 
showed that he had been locked up twice, 
though never convicted. Within the next 
fortnight the department expects to pre- 
fer charges against another agent. 





MEHORTER HEADS BLUE GOOSE 





New York Pond Holds Annual Meeting; 
Leon A. Watson Custodian of Gos- 
lings; Tribute to E. A. McCaskie 

The New York City Pond of the Blue 
Goose held its annual meeting on Mon- 
day of this week and elected the follow- 
ing officers: Most loyal gander, Samuel 
A. Mehorter; supervisor of the flock, 
Leon A. Watson; custodian of the gos- 
lings, Thomas B. Donaldson; guardian 
of the pond, Richard S. Kissam; keeper 
of the golden goose egg, Clarence Axman 
(re-elected), and wielder of the goose 
quill, Max C. W. Buchenberger (re- 
elected). The most loyal gander and the 
wielder of the goose quill were elected 
delegates to the grand nest meeting with 
Edgar A. McCaskie and Mr. Donaldson 
as alternates. A vote of appreciation 
was given to Mr. McCaskie who retired 
as most loyal gander at this meeting for 
the excellent administration he had given 
the local pond. 








Established 18'79 


The Tokio Marine & Fire Ins. Co., Ltd. 





J. A. Kevszy, General Agent 


United States Fire Branch: 80 John Street, New York 





Grorce Z. Day, Asst General Agent 





ASSETS , ; 
PREMIUM RESERV. 
OTHER LIABILITIES 
NET SURPLUS. 





U. S.—Statement December 31, 1930 





$13,257,460.31 
2,265,563.71 
816,124.97 
10,175,771.63 

















BUFFALO FUND PLAN DIES 





City Council to Divide Coverage Among 
Agents; $285,000 Premiums on 
$62,000,000 Insurance 

After months of deliberation looking 
to the establishment of a municipal in- 
surance fund the Buffalo city council has 
voted against this policy and will award 
the insurance on all its property this 
week. The Buffalo fire underwriters have 
submitted a program providing for pre- 
miums of $285,000 for a five year under- 
writing on property worth $62,000,000. 


FIRE SUB-COMMITTEE NAMED 








Prominent Company Executive Named 
by Special Committee on Rate 
Violations in New York 
A sub-committee of several leading fire 
company executives has been appointed 
by the special committee appointed by 
the New York Fire Insurance Rating Or- 
ganization to co-operate with the New 
York State Insurance Department for 
the elimination of rate violations and 
other practices inimical to the good con- 
duct of the business. The members of 
this sub-committee include the following: 
Paul L. Haid, president of the Con- 
tinental; Wilfred Kurth, president of the 
Home; Lyman Candee, vice-president of 
the Globe & Rutgers; John O. Platt, 
vice-president of the Insurance Co. of 
North America; William H. Koop, presi- 
dent of the Great American; William 
J. Reynolds, vice-president of the Amer- 
ican Equitable, and Edgar J. Sloan, vice- 

president of the Aetna (Fire). 


ERIE AGENTS GET SCHOOLS 

Following a long dispute in which Erie, 
Pa., fire underwriters contested an award 
of all insurance to a mutual company 
which had submitted a low bid the board 
of education of that city has changed its 
former action and has divided $5,851,000 
of fire insurance among forty-nine local 
agents of that city. 


ROSSO GETS FIVE YEARS 

Victor Rosso, who was last week con- 
victed in the Federal District Court in 
New York for using the mails in an at- 
tempt to defraud fire insurance compa- 
nies of about $260,000 on a loss involving 
paintings, was on Tuesday sentenced to 
Atlanta for five years on each of ten 
counts, the sentences to run concurrent- 
ly. Judge Goddard imposed sentence. 


TAX DEDUCTIONS DENIED 

The recently signed bill increasing the 
tax on insurance premiums in South 
Carolina calls for a flat increase of 1% 
with no deductions and must be paid on 
the full year’s business of 1931 as well 
as for succeeding years according to the 
state attorney general. 


UNION, CANTON, FIRE AGENTS 

Wallace Reid & Co. has been appoint- 
ed fire agents for the New York metro- 
politan district, including Brooklyn and 
the suburban field, for the Union of Can- 
ton. 
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Chartered Insurance Institute Meeting 
Draws Great Britain’s Leaders 


C. H. Falloon of the Atlas Elected President at Norwich, Eng., Convention; 
Educational Organization Gathering is One of Year’s Outstanding 
Insurance Meetings; Edward R. Hardy and His Son Are Visitors 
From This Country; Financial Conditions Discussed 


Norwich, England, June 19.—Over in 
England they are conferences; we call 
them conventions. When two men in 
America retire to a private room to dis- 
cuss business matters or to tell nine- 
teenth hole stories and someone comes 
in to see them whom they do not care 
to see for the moment, they let it be 
known that they are in conference. A 
convention is a large meeting for a num- 
ber of them by an association generally 
composed of business people with ban- 
quets, lunches and folderol. 

The United States has gone convention 
crazy. There were 50,000 such gather- 
ings in the United States last year, more 
in the insurance business than in any 
other line. The new organizations in 
American insurance are being formed 
so rapidly in the craze for organization, 
that no one is able to keep track of all 
of them. One day recently in New York 
City there were forty meetings about in- 
surance of one kind or another. Most 
of the American conventions have either 
salesmanship or efficiency as their key- 
note. : 

I am not enough of an actuary to know 
how many words have been spoken in 
all those American conventions during 
the past twelve months; enough of an 
economist to learn how many hundreds 
of thousands of dollars were snent; 
enough of an insurance man to compute 
the value and hours in science of all the 
sentiments expressed, the ideas promul- 
gated, the suggestions adopted, but in 
spite the endless oratory, the boredom 
of a good many people during a good 
part of these conventions, the terrific 
lost motion, the thousands and thousands 
of miles traveled, the fight for hotel 
rooms and for lower berths, there must 
be something in the idea of the conven- 
tions on the wholesale plan, or hard- 
boiled business men would stop the prac- 
tice. There is something in the idea 
and of great value. For instance, an 
opportunity for all members of the or- 
ganization to get together at intervals, 
becoming acquainted, becoming very 
much acquainted, comparing notes, and 
above everything else encouraging esprit 
de corps, and last and most important, 
generating pep. 

Convention Idea Growing in England 

My prediction is that the convention 
idea, just as the advertising idea, will 
grow in Great Britain. It is growing. 
I heard of several conventions in June 
attended by quite a number of persons 
which were unreported in the business 
press. I went to one in Norwich, Eng- 
land, which was very widely reported, 
and which was a convention in the best 
sense of the word, and which convention 
could furnish the Americans with some 
good pointers. I was at a convention 
for the Chartered Insurance Institute, 
the great educational organization in the 
British Isles for young men who have 
adopted insurance as a career. 

It is on a somewhat grander geograph- 


By Clarence Axman 


ical scale than the British Isles because 
under the auspices of this institute young 
men are taking its examinations in places 
as far away as Bombay and Capetown, 
to say nothing of Hong Kong. Insur- 
ance men to the number of 21,000 be- 
long to this organization, and as many 
as 7,000 young men have studied at one 
time for the examinations. That syllabus 
of the Chartered Insurance Institute is 
not a preparatory school or kindergar- 
ten as possiblv a third of those who 
take those examinations fail, On two 
occasions I have seen the young men 


places where Americans could learn 
guidance from the British is in the type 
of attendance at the Chartered Insurance 
Institute convention, noted when Presi- 
dent E. F. Williamson, who is the man- 
ager of the Norwich Union, rose to make 
his first talk at the convention. He was 
flanked by some of the world’s outstand- 
ing insurance managers. 
Nation’s Insurance Leaders on 
Platform 
Among those on the platform were: 
C. H. Falloon, Atlas; R. Y. Sketch, 
Phoenix; Herbert Lewis, Commercial 





Prominent British Insurance Men 











Bottom Row Seated, Left to Right: 


R. Y. Sketch, Phoenix; E. F. Williamson, 


Norwich Union; C. H. Falloon, Atlas and new president of Institute; President 
Hines of Norwich Institute; G. W. Reynolds, Guardian. 

Standing, Left to Right: A. E. Hicks, Phoenix; Dr. C. E. Golding of the 
Institute; J. B. Welson, Accident Manager, Royal and L. & L. & G.; W. A. Copeman, 
secretary of Institute; E. W. Humphrey, secretary; Norman Walker, British Gen- 
eral; Robert Taylor; A. W. Sneath, Hand-in-Hand. 


who have won the chief honor, which is 
the Rutter Gold Medal. Both these boys 
are about 21, or not far from it, and they 
were about as likely-looking young lads 
as you could find. No puny weaklings 
with thick lens glasses and round shoul- 
ders; each of them looked as if he could 
eat two big meals in succession. 

This year the examination winners 
were something of a novelty, as No. 1 
man and the runner-up were brothers. 
The brother who won lives in Bristol, 
England, and works for the Provincial 
Insurance Co. The runner-up brother 
graduated from Bristol to London, and 
is with the same insurance company at 
its office in the metropolis. One of the 


Union; A. W. Sneath, Hand-in-Hand; 
G. W. Reynolds, Guardian; the famous 
insurance educator, Robert Taylor; an- 
other man who is a famous insurance 
educator, Dr. C. E. Golding. Taylor and 
Golding are joint secretaries to the ex- 
aminers’ committee. Norman Walker of 
the British General was also on the plat- 
form, as was W. A. Workman, Legal & 
General. One of the leading internation- 
al insurance figures present was Sir Ar- 
thur Worley, North British & Mercan- 
tile. 

Seen at the banquet head table were 
Sir A. Ernest Bain, one of London’s most 
illustrious brokers, and closely tied up 
with the C. E. Heath office. H. M. 


Trouncer, probably the most famous act- 
uary in England at the present time, as 
he is not only the president of the Brit- 
ish Institute of Actuaries, but is also a 
member of the Royal Commission which 
is making the study of unemployment 
insurance. Also at the speakers’ table 
was another actuary well known by rep- 
utation in America, W. Penman, chair- 
man of the Life Offices Association. 

Such a gathering of the managers of 
insurance of the top rank would be im- 
possible in the United States at anything 
other than a companies’ association con- 
vention. Even the Insurance Society in 
New York would have difficulty in mus- 
tering so many stars. Most of these 
British managers made speeches, and 
good ones. American fire and casualty 
insurance managers do not like making 
speeches at conventions. The National 
Association of Insurance Agents, which 
has more than 10,000 producers in its 
membership, finds it extremely difficult 
to get chief executives to deliver ad- 
dresses before it. 

Wide Support for Education 


In the case of the Chartered Insur- 
ance Institute the British managers take 
a keen pleasure in attending in order 
publicly to show their loyalty to the idea 
of more thorough education, but their 
support is something more than a ges- 
ture, They pay special attention to the 
young man who has passed his exami- 
nations; these young men have their re- 
sponsibilities increased and their salaries 
made larger. It is not exactly fair to 
refer to those taking examinations as 
young men, because a number of women 
are taking them too. 

And speaking of women, there was an 
extraordinary personality at this conven- 
tion, a woman who had a lot to do 
with its success, and that woman was 
Miss Mabel Clarkson, C.B.E., J.P., Lord 
Mayor of Norwich. The grace with 
which she addressed the convention on 
the first day and the common sense of 
her speech at the banquet as she stood 
in the historic St. Andrew’s Hall, Nor- 
wich, a mammoth room several hundred 
years old, with old portraits in’ large 
numbers on the walls, made the scene 
doubly impressive. 

A remarkable woman is the Lord 
Mayor of Norwich. For years as she 
studied the welfare of the labor people, 
which has resulted in her having been 
an alderman for some years; then sher- 
iff, and finally Lord Mayor. In the day- 
time she wears a brown straw hat and a 
simple brown coat gown. At night at 
the banquet she was plainly but attrac- 
tively gowned, her badges of office lend- 
ing attention to her dignity. She is the 
most unobtrusive and modest woman I 
ever met in my life, with frail physique, 
smiling only at the corners of her mouth, 
and with timidity when the speakers 
praise her. 

It is quite thrilling for an American to 
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Lowest guaranteed premium 
rates offered by any United 
States company 








Splendid opportunities are 
afforded by this expanding 
company to men of character 
and ambition ... 52 weeks’ 
employment every year. 






































A MAN CAN BUILD A 
SUBSTANTIAL ESTATE 
IN THIRTY YEARS BY 
SAVING A CERTAIN AMOUNT / 








HE CAN CREATE THE 
SAME ESTATE IN THIRTY 
MINUTES AND TAKE THIRTY 
YEARS TO PAY FOR IT. 
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Norfolk Losses Now 
Placed at $1,000,000 


S. 2 U7 A: ISSUES A REPORT 





Maintenance of Antiquated Properties 
invited Conflagration Chief Engi- 
eer Pye Says 





The insurance companies’ losses aris- 
ing out of the Norfolk waterfront and 
warehouse district fire of June 7 will not 
amount to more than about $1,000,000 ac- 
cording to a report issued late last week 
by the South-Eastern Underwriters’ As- 
sociation. The property loss will be 
around $250,000 in excess of the insur- 
ance claims. The fire is now reported 
to have started in a frame metal-clad 
wharf occupied by the Carolina Lines, 
Inc., as a freight truck depot and for 
the storage of general merchandise and 
not from explosions in oil barges at the 
dock as was originally contended. Chief 
-Engineer H. N. Pye, who makes the 
S.E.U.A. report, makes these conclusions 
after giving a full description of the fire 
itself: 

“This fire serves to further emphasize 
that which has already long been known 
that the maintaining of large frame 
water front properties, which have long 
ago lost their intended usefulness within 
conflagration distance of high value 
wholesale and manufacturing districts in- 
vites just the disaster which occurred 
here. This area has long been recog- 
nized as a conflagration district by the 
National Board of Fire Underwriters and 
others, and the actual disaster only bears 
out what has long been predicted, The 
original fire could have started from a 
number of causes, such as spontaneous 
ignition, electric wiring defects or a short 
circuit in the ignition system of one of 


the several automobile trucks stored in 
the wharf. 

“The sprinklered risks in this district, 
especially the peanut factory, offered 
very little resistance to the fire; princi- 
pally because no provision had been 
made for protection against serious ex- 
posure fires, construction was not of su- 
perior type and the water supply was 
depleted by hose streams. In the case 
of the sprinklered risk which was a total 
loss, the fire pump was not automatic in 
operation and not accessible on account 
of the intense heat, and in the case of 
the other sprinklered risk the secondary 
source of supply was put out of com- 
mission in the early stages of the fire. 
Had these risks been equipped with ade- 
quate secondary sources of supply no 
doubt the value of the sprinkler equip- 
ment in retarding the progress of the 
flames would have been increased. 

“The large fire-resistive risk * * * 
formed an admirable fire barrier be- 
cause adequate protection against seri- 
ous exposure fires had been provided 
and the building not only served to check 
the progress of the flames in one direc- 
tion but suffered very little damage. 

“This fire clearly illustrates that even 
with the utilization of all available fire- 
fighting forces and off-shift men in the 
immediate vicinity of Norfolk the con- 
flagration hazard was present at all 
times throughout the fire on account of 
the intensity of heat generated by the 
burning of the water front structures. 
The buildings immediately adjoining the 
water front section involved were mainly 
of little value and in bad repair. As 
long as such structures are allowed to 
remain immediately adjoining a high- 
value wholesale and manufacturing dis- 
trict the conflagration hazard will be 
ever present.” 





NEW YORK VICTORY AGENT 


The Victory of the Fire Association 
group has appointed John J. Kelle, Inc., 
New York metropolitan and head subur- 
ban agent. 


ALBANY’S CAPITAL $1,000,000 





Increase Made by Atlas So That Run- 
ning Mate Will be Acceptable to 
Mortage Institutions 

Stockholders of the Albany last Thurs- 
day voted to increase the capital stock 
from $250,000 to $1,000,000 by the declara- 
tion of a stock dividend of 150%, trans- 
ferring $375,000 from surplus to capital 
account, and by the payment into capital 
of $375,000 in cash. President Ronald R. 
Martin said that it had been decided to 
increase the capital to make the com- 
pany acceptable to mortage institutions 
many of which object to having as in- 
surers of mortaged properties companies 
with less than $1,000,000 capital. 

The Albany is a subsidiary of the Atlas 
of London and this action in increasing 
the capital to $1,000,000 is one which 
has been followed by several British 
companies. In 1928 the capital of the 
Commercial Union of New York was 
raised to $1,000,000 and since then the 
same action has been taken by the par- 
ent foreign admitted companies with re- 
gard to the Manhattan Fire & Marine, 
Homeland, Eagle Fire, Columbia of New 


Jersey, Imperial, United Firemen’s and 
Patriotic. 





SHERMAN’S SON KILLED 


Bruce Sherman, 10 year old son of 
John H. Sherman, vice-president of 
Gaines, Silvey & Nichols, Inc., insurance 
brokers, was killed last week as a result 
of a fall from a tree at his home on 
Douglas Road, Glen Ridge, N. J. The 
boy suffered a fractured skull and never 
— consciousness after the acci- 
ent. 





DEATH OF E. T. WELLS 


E. T. Wells of Nutting & Wells of 
Boston, specializing in marine insurance, 
died at his home in Roslindale last week 
from a heart attack. He was 57 years 
of age. 


INDIANA INSURANCE CODE 





Commission Appointed by Governor 
Leslie Starts Work on Codification; 
Louis H. Wolf Chairman 

Members of the insurance commission 
named recently by Governor Harry G. 
Leslie of Indiana have started to work 
to codify the insurance laws of the state. 
The commission was authorized by the 
1931 session of the legislature at the in- 
sistence of the state insurance depart- 
ment and was instructed to study all laws 
relating to insurance and prepare meas- 
ures for presentation to the 1933 legisla- 
ture. 

Louis H. Wolf of Indianapolis, a pi- 
oneer insurance man of Indianapolis, 
was named chairman of the committee 
at an organization meeting in the gov- 
ernor’s office. Frank Tedford of Lafay- 
ette, was chosen secretary. Following 
the meeting Mr. Wolf announced that 
the commission will work through sub- 
committees, each to study laws relating 
to the three principal branches of insur- 
ance. Eugene O. Burget of Frankfort 
was named chairman of the life insur- 
ance committee. Mr. Wolf will be in 
charge of the fire insurance committee 
and Ronald Foster of Indianapolis will 
head the casualty committee. 





AN AGENT WHOSE ADV’TS PAY 


“If by using the Hartford’s advertis- 
ing in a town with a population of 350, 
I can triple the volume of my business 
in one year, agents in larger places who 
are not advertising are surely passing 
up a good thing, especially in these 
times.” So writes Hartford Agent H. B. 
Dacus of Hanna, Okla., who in March, 
1929, started his agency from scratch, 
in the face of two competitors, and whose 
fire and casualty premiums alone in 1930 
amounted to nearly $4,000. He now has 
one competitor left—and most of his bus- 
iness is managing to find its way to the 
Dacus agency. 
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ONE PLAN IS AS GOOD AS THE OTHER 
IF - 
HE IS SURE OF LIVING THIRTY YEARS 
BUT- 
IF HEISNOT ABSOLUTELY CERTAIN THAT HE 
WILL LIVE THIRTY YEARS AND ENJOY GOOD 
HEALTH IN THE MEANTIME::----- THEN THE 
LIFE INSURANCE PLAN IS THE ONLY WAY THAT 
HE CAN BE ASSURED THAT THE AMOUNT OF THE 
ESTATE HE PLANS WILL BE PAID IN FULL WHETHER 
HE LIVES FOR THIRTY YEARS OR DIES TOMORROW. 
AND LISTEN / 


IF HE BECOMES DISABLED AND DRAWS 
MONEY FROM HIS SAVINGS ACCOUNT, THAT 
AMOUNT IS DEDUCTED FROM HIS ESTATE, 
WHEREAS- HE CAN DRAW DISABILITY 
BENEFITS FROM HIS LIFE INSURANCE ESTATE 
WITHOUT ANY DEDUCTIONS WHATEVER 
FROM THE AMOUNT OF THE POLICY. 
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WESTERN AND SOUTHERN 
LIFE INSURANCE COMPANY 
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President 


Cincinnati 
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JERSEY FIRE LOSSES DROP 





Seven Million Decrease Shown: Hotel 
Fires Decline but Dwelling Losses 
Increase Somewhat 
Fire losses in New Jersey for the first 
half of 1931 show a large decrease over 
those of the same period for 1930 ac- 
cording to estimated figures. Losses for 
1931 have been given as $4,960,000 while 
for the same period in 1930 they were 
estimated at $12,303,000, showing a de- 
cline of more than seven millions, one 
of the largest decreases in fire losses in 

New Jersey for a number of years. 
While there has been a decided drop 
in fire losses in hotels there has been 
an increase in dwelling losses, ranging in 
value from $5,000 to $40,000. ; 
The following monthly — tabulation 
shows the comparison of losses for the 
first six months of 1931 and 1930: 


1930 
JANGSES So:dcstociesceesanies $1,795,000 
BERSUARY <iicokcsss wacasoces 1,500,000 
WSC HY os fier a oatudessaceas 3,071,000 
EOPEID SoS wcniccdennous waues 1,070,000 
MMB eye chee pecan ocureeeaeaces 3,971,000 
TRUE? seoiail o cet enalo meen notes 896,000 

1931 
FAIAED: cies crsosrndtdis< 2 $908,000 
BODSUatY 3055 csc dor secemens 446,000 
NEEOIE. cea cas onan ecewee oe 1,128,000 
POUR o'ssia/e Ware Saha crema d HORE 951,000 
ii Fenn rien Soc oaeseean 967,000 
TUBOMi Sens. ckcweeoaumnd tenes 560,000 





SUBURBAN FIELD CLUB MEETING 

The Suburban New York Field Club 
will hold its July meeting next Monday, 
July 6, at the Elks’ Club in Brooklyn 
at 12:30 o'clock. President Charles J. 
McGinley will preside and President 
James L. Brownlee, Jr., and Secretary 
Charles J. Schoen of the Suburban New 
York Association of Local Agents will 
be guests at this luncheon meeting. 


M. A. FREEDY GENERAL AGENT 

Milton A. Freedy, who retired as in- 
surance commissioner of Wisconsin on 
July 1, has become general agent of the 
Alliance Fire of Philadelphia for Wis- 
consin with headquarters at Madison. 
Prior to becoming Wisconsin insurance 
commissioner Mr. Freedy traveled for 
more than twenty years for the Phoenix 
of Hartford and the Equitable F. & M. 
as special agent in Wisconsin. He was 
also with the Royal at Chicago for two 
years and for more than ten years with 
the C. F. Hibbard agency in Milwaukee. 





VIKING’S PREMIUMS DROP 
The fire premiums of the Viking of 
Oslo have dropped 35% since the com- 
pany has withdrawn from the United 
States. The capital of the Viking has 
been reduced to 1 million crowns from 
2.5 million. 


EAST SIDE ASKS RATE CUTS 

the East Side 
Chamber of Commerce of New York last 
week asked for a reduction in fire in- 
surance rates in that section of Man- 
hattan at a hearing held by the New 
York State Insurance Department. They 
contended that the present surcharge for 
“congested area” hazards should be re- 
moved because there had been no bad 
fires there recently. The surcharge of 
50 cents a $100 of coverage was applied 
to this area in 1924. Harold M. Hess, 
Manager of the New York Fire Insur- 
ance Exchange, opposed any cut in the 
rates on the ground that the condition of 
buildings on the lower east side had not 
improved materially and that vacant 
buildings actually cause an increase in 
fire risks. Decision was reserved by 
Second Deputy Superintendent Charles 
P. Butler who presided at the hearine. 


Representatives of 
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VIRGINIA COUNSEL NAMED 





Williams to Represent Companies in Fire 
Rate Case; Bohannon Rating 
Bureau Counsel 

E. Randolph Williams has been re- 
tained by the companies to represent 
them along with J. Jordan Leake in the 
Virginia fire rate case now pending be- 
fore the Virginia Supreme Court on ap- 
peal from the State Corporation Com- 
mission. Mr. Williams takes the place 
of Samuel W. Zimmer of Petersburg who 
was fatally injured a month or so ago 
in an automobile accident. Prior to that 
time Mr. Zimmer and Mr. Leake had 
been associated together as counsel for 
the companies. The case is scheduled 
to be argued at the November term of 
the appellate court but it is understood 
that a postponement will be requested so 
as to give Mr. Williams more time in 
which to thoroughly familiarize himself 
with it. He is a widely known attorney 
of Richmond and a member of the firm 
of Hunton, Williams, Anderson & Gay. 
He is a brother of the late John Skelton 
Williams, former comptroller of the cur- 
rency. Mr. Leake is also a Richmond 
attorney. 

J. Gordon Bohannon of Petersburg 
who has been appointed counsel for the 
Virginia Insurance Rating Bureau, ef- 
fective July 1, to succeed Mr. Zimmer 
in that capacity, is a former law partner 
of Mr. Zimmer and is rated as one of 
the leaders of the bar in his home city. 
He is also a_ statewide figure, having 
served as president of the Virginia State 
Chamber of Commerce, and is now head 
of the State Port Authority of Virginia. 
He is originally from Surry County, Va., 
his father having been clerk of courts in 
that county for many years. Mr. Bo- 


hannon represents the Du Pont interests 
in Virginia and also has other important 
legal connections. 
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West Virginia to 
Oppose Rate-Cutting 


WARNING SENT TO COMPANIES 





State Auditor Lawson Writes G. C. 
Long, Jr., at Hartford Holding That 
Rate Reductions Are Unjustifiable 





Revocation of licenses of insurance 
companies found guilty of cutting rates 
has been threatened by State Auditor 
Edgar C. Lawson of West Virginia fol- 
lowing receipt of reports that several 
companies were not adhering to their 
regular rate schedules. The question has 
been taken up with George C. Long, Jr., 
of Hartford, president of the West Vir- 
ginia Uniformity Association. Mr. Law- 
son’s letter to Mr. Long says in part: 

“My attention has been called to cer- 
tain unauthorized rate deviations by some 
of the insurance companies—particularly 
on business written through non-resident 
agents and brokers. These reports come 
to me from various sections of the state. 

“The reports filed with this department 
by the companies would not seem to jus- 
tify the reductions reported to have been 
given and offered in a number of in- 
stances. This department on the repre- 
sentation of the companies and based on 
the evidence submitted in the early part 
of 1927, granted a flat rate increase on 
certain classes of property. The reports 
filed for succeeding years would not in- 
dicate that any reduction in rates is jus- 
tified at this time. 

“This department does not wish to 
take any action that would be detrimen- 
tal to the companies operating in this 
state in accordance with the laws, and 


this letter is written to you with the 
hope that you will communicate with the 
members of your association and warn 
them that this practice must be imme- 


diately discontinued, and that such poli- 


cies written in violation of the rules and 
rates must be corrected immediately or 
cancelled.” 

Mr. Lawson then went on to say that 
discrimination as created by rate-cutting 
is unfair and that the department will 
take action unless such practices cease. 


C. 1. I Meeting 


(Continued from Page 19) 





see the respect and esteem with which 
she was greeted and the knightly cour- 
tesy of President E. F. Williamson, as 
he greeted and introduced her to the 
audience, and when he rose to bid her 
good-night when she left the banquet, 
through which she sat until 10:30 o’clock. 
American mayors, both men and women, 
eat, talk and run long before that hour. 


Lord Mayor Miss Clarkson Optimistic 


Before concluding my observations of 
Lord Mayor Clarkson I want to con- 
gratulate her upon the tyne of talk she 
made at the dinner. Knowing what was 
at the back of everyone’s head, depres- 
sion over the world-wide economic situa- 
tion, Miss Clarkson cleverly read a par- 
agraph from a statement discussing busi- 
ness conditions to the effect that ship- 
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minded?” 


HE wise agent asks two 
questions concerning 
a company: “Is it depend- 


able?” and “Is it sales- 
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building was on the rocks, cotton mills 
were in idleness, and people were unem- 
ployed by the tens of thousands * * * 
— then, pausing for a fraction, she 
said: 


“What I have been reading to you 
is not a paragraph of a speech made 
yesterday or last week, but I am quot- 
ing you the words of an address made 
by Lord Randolph Churchill ’way back 
in the ’80’s. England recovered from 
the situation which had taken such a 
pessimistic turn in Randolph Church- 
ill’s days, and I have not the slightest 
doubt that our present troubles will 
be overcome just as surely.” 


There were several comments on the 
economic situation made at the banquet 
(about the insurance situation, too) and 
the hall resounded with the cries of 
“hear, hear” when in the course of the 
speech by the new president, C. H. Fal- 
loon, he declared that the British under- 
writers have always played fairly with 
the public, have conducted their affairs 
with sagacity and prudence, and, there- 
fore, have not only survived the present 
crisis, but are in a stronger position than 
they have ever been. In part, he said: 

“Your insurance companies have 
never charged exorbitant rates to the 
general public.” 

He said that the British companies had 
put back in the business a considerable 
percentage of the profits they had made. 
They had been careful to build up re- 
serves, to keep a close watch on every 
element of safety, to safeguard policy- 


holders in every way, and hence they 
did not have to cut dividends. 

Here, Mr. Falloon made a strong plea 
for underwriters keeping control of the 
British companies. If the time ever 
came when the financiers got control or 
dictated control of the great British in- 
surance companies it would be a sorry 
day for them, but he did not think they 
would get such a control. 


Career of C. H. Falloon 


The new president, Mr. Falloon, is a 
man of great personal charm, and there 
is nothing of the poseur about him, which 
is evident to all who know him. He 
comes from a long line of clerics, about 
seven generations of them, including a 
bishop, but he decided to go into busi- 
ness instead of the church, and he went 
with the Atlas Assurance in the West 
End branch, London. He has never been 
with any other company than the Atlas, 
served that company in many parts of 
the world, his promotions to the top 
coming as a matter of course. One of 
the most valuable figures in the Char- 
tered Insurance Institute he has done 
especially fine work in regard to the 
Insurance Clerks Orphanage and the In- 
surance Benevolent Fund. 

Another talk at that dinner which was 
exceedingly impressive was that of H. M. 
Trouncer, While apparently responding 
to a toast to the Chartered Insurance 
Institute he found the opportunity to 
speak in a guarded fashion, but with 
significance, of the unemployment insur- 


ance situation. As he is a member of 
the Royal Commission having this mat- 
ter under review and as his commission 
has recently made a report showing the 
abuses of the dole he was listened to with 
an almost eager excitement. 

Insurance men know the danger to the 
country of the dole, especially if the 
abuses are not checked, and they were 
entirely in agreement with Mr. Trouncer 
in feeling that there should be a line of 
well marked demarkation between the 
strict insurance and the other features of 


the dole. The attitude of the audience’ 


was that the finances of the country are 
in peril and here was a man who was 
fighting on the sane side. 


Cutting Down Presidents’ Traveling 


One of the interesting sidelights of the 
Norwich convention was the intimation 
that the presidents of the Institute 
should not have to make weekly visits 
to local Institutes at Friday evening ban- 
quets. Heretofore the presidents of the 
Chartered Insurance Institute have made 
it a practice of appearing once a week 
at a local Insurance Institute dinner. As 
there are more than two dozen of these 
institutes in Great Britain, and they are 
located at distances as far as Plymouth 
and Aberdeen, frequently it knocks two 
days of the week galley west. 

The information was given that pos- 
sibly in the future each local insurance 
institute would receive a visit from the 
president of the C.I.I. once in three or 
four years. The presidents of the C.I.I. 
should be glad they are not living in 
the states, because on our side of the 
water presidents of many associations, 
when they take office frequently bid 
good-bye to their wives, their children, 
their bridge games and their foursome 
companions, because when they start out 
on a tour of local associations weeks 
may go by before they see them again. 
What would the president of a British 
association think if he were called unon 
to do a Percy H. Goodwin stunt? When 
he was chairman of the executive com- 
mittee of the National Association of In- 
surance Agents he traveled 48,000 miles 
in a year and a half. 


Elaborate Social Program 


The social end of the Norwich con- 
vention was decidedly out of the ordi- 
nary. The reception of the Lord Mayor 
was held in the old castle of Norwich, 
in a room with beautiful settings of his- 
torical interest and which room was 
reached in a promenade through natural 
history rooms containing stuffed tigers 
and other wild animals while in dozens 
of glass cases were birds having plu- 
mage of the most brilliant hues. This 
was followed by a dance at St. Andrew’s 
Hall, and on the following afternoon 
there were launch rides on the Broads, 
the backwaters from the sea and over- 
flow of rivers, which can be traveled for 
a distance of 200 miles in the vicinity of 
Norwich, I have read about these Broads 
in novels but I never before saw this 
attractive river life of England which is 
entirely different from the scenes of 
Henley and other towns on the Thames. 

Outside of American newspaper men, 
the only Americans at the Chartered In- 
surance Institute convention were E. R. 
Hardy, secretary of the Insurance Insti- 
tute of America, and his clerical son, E. 
R. Hardy, Jr., who was graduated from 
Columbia University when he was 12 
years old. Mr. Hardy had landed in Liv- 
erpool a few days before and while there 
delivered an address before the Round 
Table of Liverpool. 
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STRENGTH IS SAFETY! 


N the Strength of the first line of defense in time of war may 








rest the secuzity of a nation. In time of peace as well as war senneeete 
: : : . Net Surplus 
there is another vital line of defense. Its strength protects the nation seneersanes 
against financial loss due to the ravages of fire and other destroyers ee 
Surplus to Policyholders 
of property. » The steadying influence of insurance helps to main- $61,491 ,905.53 
, —— im Additional Funds 
tain credit, finances the rebuilding of destroyed property, replaces $40,721,992.00 
(Pro rata Unearned Premiums) 
damaged or destroyed goods and generally aids the ecanomic wel- Rien 
“ joa u for Miscellaneous pee oe Dividends and 
fare of the country. » A policy in “The Home of New York” pro siaaenaaa 
vides sound protection in a strong stock company. The financial Assets 
Cash on hand, funds conservatively invested or® 
strength of The Home Insurance Company of New York has made ee 








$116,896,125.24 
it possible at all times to adjust losses fairly and promptly. » >» fy a 


THE HOME comrany NEW YORK 


ORGANIZED 1853 WILFRED KURTH, President 


59 MAIDEN LANE 
Strength «» Reputation «» Service 
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Good Crowd pr 
Fire-Marine Golf Meet 


MILLER JONES, JR., WINS CUP 





Cagle, West Point Football Hero, Guest 
of Honor at Annual Tournament at 


Suburban Golf Club in N. J. 





When the members of the New York 
Fire & Marine Insurance Golf Associa- 
tion showed up at Suburban Golf Club, 
Elizabeth, N. J., for the annual tourna- 
ment of the association last week they 
were greeted with a deluge of rain, quite 
enough water to dampen the ardour of 
any golfers less enthusiastic than those 


who attended this tournament. It looked 
for several hours as though there would 
be a washout, then on the assurance of 
one of the members of the Suburban 
Club that a certain rift in the clouds 
meant a cessation of rain play was be- 
gun in the showers. 

By noon before the first round -% 
been completed the prediction of F. 
McCarthy became a reality, but while 
the rain stopped grey skies continued. By 
the time the afternoon round was com- 
menced there was a fine crowd of mem- 
bers and guests on hand. 

Eddie Gallagher, Bill Glenney, Red 
Lewis and Austen Crehore were on hand 
to welcome all who braved the elements 
and wish them godspeed in the contests 
for the several tournament trophies. 

J. Campbell Haywood Speaks 

Harry W. (Peaches and Cream) Bar- 
ley, president of the association, due to 
business conferences did not put in an 
appearance until late in the afternoon. 
At the banquet in the evening J. Camp- 
bell Haywood, veteran fire insurance ad- 
juster of Warren, Conn., a life member 
of the association and an enthusiastic 
writer on golf and other: subjects, made 
a short talk and rendered some im- 
promptu poetry. 

With Mr. Haywood was his old friend 
Charles Hansel, who is a recognized en- 
gineer and under whose supervision the 
Union County, N. J., park systems were 
laid out. Mr. Hansel also spoke. 

It must indeed be a bad day that would 
keep R. C. Rice of J. K. Rice & Co. 
from one of the association tournaments. 
Dick was on hand as were George A. 
Clark and Wilfred Garretson. They 
played as a threesome in the morning 
round and were joined by C. A. Ludlum, 
former vice-president of the Home In- 
surance Co., in the afternoon. 

Perhaps one of the most pleasant hap- 
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penings was the appearance of Mayor 
Eugene La Tourette, for many years 
very prominent in the association tourna- 
ments, but who has more or less retired 
from active play at golf. Mayor looked 
well and everyone was mighty happy to 
see him. 
Guest of Honor 


Former Captain Sprague of the Army 
football team and now associated with 
the Home Insurance Co., brought to the 
tournament as guest of honor the fa- 
mous Christian Cagle, one of the great- 
est halfbacks the Army ever had. 

The winners of the several events were 
as follows: 

Championship Cup 

This trophy presented by Wallace 
Reid, won each year by the one making 
the lowest 18 holes gross score in the 
morning competition to be held for one 
year but to become the permanent pron- 
erty of anyone winning it three times, 
was won by W. Miller Jones, Jr., insur- 
ance broker, New York City, with a 
score of 80. 

Senior Championship Cup 

This trophy presented by A. Duncan 
Reid open to members of the associa- 
tion who are fifty years of age or over, 
medal play, handicap lowest net score 
of either of two rounds played won by 
M. S. Schroeder with 96-25-71 net. This 
event was a tie between B. W. 
Blakey 89—18—71 and was decided 
by draw. 


Team Championship Cup 
This trophy presented by “Bill” 
Hadley, presented to the team con- 
sisting of two men representing any 
insurance organization, lowest net 
score for day per team to count. 


Jones, champion 1931; 
Green; Eddie Gallagher. 








National Fire Insurance Company 
OF HARTFORD, CONN. 


Statement, January 1, 1931 
GOUT ANS I TI oa aieince eiecice eo ses eco 


IN 
RESERVE FOR ALL LIABILITIES. . 





Bow eee 17,607,466.60 
yc Sa RESERVE FUND 1,700,000.00 
| ll I. sine 49,037,251.92 
SURPLUS AVAILABLE FOR PROTECTION OF 
OE IN a eek ck ek See eeu teense mee 24,307,466.60 
F D. Layton, President S. T. Maxwell, Vice-President 
Vice-Presidents 


R. M. Anderson, *, F. Cowee, C. C. Hewitt, C. L. Miller, C. B. Roulet 
F. B. Seymour, ae? and Treasurer 
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a. <. Alten, tC. a, H. B. Collamore 
‘Assistant Secretaries 
W C. Browne. W. W. Corry. W. H. Hinsdale. W. O. Minter, S. W. Prince 














Fire Reinsurance ‘Treaties 


Baltica Insurance Co., Ltd. (Denmark) 
Eagle Fire Insurance Company (New Jersey) 


Franklin W. Fort Th B. Donaldson 


18 Washington Place, Newark, N. J. 











Left to right—C. F. Gates; H. E. Maxson; C. W. 
A. N. Gates; H. R. Hastings; 








MANES ON PROPERTY INSURANCE DUPLICATE DAILY REPORTS 

Stephany & Co. of Atlantic City, thi 
oldest insurance agency in that county 
has asked the Eastern Underwriter 
Association for co-operation in gettin: 
the fire companies to print the agent’ 
duplicate or office copy of the daily re 
ports on different colored paper fro 
the original that is sent to a company 
Stephany & Co., says that several of th 
companies in that office already hav 
adopted this practice and that it great! 
reduces the chances of sending duplj 
cates to home offices instead of the orig 
inals. The plea is made that the possi 
bility of error is always present whe 
both original and duplicate are printe 
in white with the only difference bein 
the word “duplicate” stamped on th 
latter. Albert C. Stephany is head of thi 
Atlantic City agency. 


SOLE OWNER DECISION 
Where a house is sold to a purchase 
who goes into possession, pays part 6 
the purchase price and makes improve 
ments upon the property the seller is n¢ 
the sole and unconditional owner undé 
the standard ownership clause, a Flori 
court has held in Firemen’s Fund 
Cravey (Fla.), 134 So. 232. 





Fifth Edition of “System of Insurance 
Principles” Now Available; Issued 
in Three Volumes 

The fifth edition of Professor Alfred 
Manes’ “System of Insurance Principles” 
is rapidly reaching completion. The first 
volume on general insurance principles 
was published in 1930. Recently the sec- 
ond volume on property insurance ap- 
peared. This covers transport insurance, 
including marine, inland transport, lost 
article, baggage and tourist, jewelry and 
fur and film insurance, automobile prop- 
erty damage and aeronautical insurances; 
fire insurance; hail insurance; livestock 
insurance; robbery, theft, burglary and 
forgery insurance; water damage, rain, 
flood, glass, storm, machinery, deprecia- 
tion and miscellaneous property covers. 
Liability insurances are dealt with in two 
chapters, as are also the several branches 
of credit insurance. 

Later in 1931 the third volume will ap- 
pear. This will deal with personal insur- 
ance, including life, health, accident and 
social insurance. The book is published 
by B. G. Teubner of Leipzig and Berlin. 








Won by the team Austen B. Cre- 
hore and R. J. Howard of Crehore 
& Richardson, score of 83—17—66. 
President’s Cup 

Presented by Harry W. Barley, 18 
holes medal play lowest net score of 
day. This event was a tie between 
R. J. Howard 88—22—66 and A. E. 
Gilbert, 86—20—66. On a draw it 
was won by Gilbert. 








Sparks; W. Miller 
Bill Glenney; John 


Charles Hansel 
J. Campbell Haywood 
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HEN the cat’s away the mice will 
play. Remind your policyholders 
and prospects of the vacation time 
application of this old saying. The sum- 
mer holiday period means empty dwell- 
ings which housebreakers find most attrac- 
tive. They regard the vacation period as 
a golden opportunity for a cleanup. For 
that reason now is the time to tell every 
property owner in your territory the sad 
story of what happens to many an unten- 
anted house when its usual occupants are 
holidaying on the hot sands or high peaks. 
Sell them the needed protection burglary 
insurance affords. 

The Century Indemnity Company finds 
many ways to help its agents turn bur- 
glary prospects into policyholders. 
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TALES of the ROAD 


By E. H. HORNBOSTEL, 
New York State Agent, Firemen’s of N. J. 








An agent at Troy, N. Y., recently told 
me how chagrined he was because one of 
his policies was returned to him by a 
competing agent who marked across it in 
large pink ink letters: “NOT WANTED 
BY ASSURED.” He asked my opinion 
about the manner in which this policy 
was returned. As I knew this agent 
particularly well and could talk to him 
freely without giving offense I asked 
him in what manner he expected the 
policy to be returned to him—whether 
he expected the competing agent to re- 
turn it in a perfumed envelope with rib- 
bons tied around it? 

He saw the point and said that after 
thinking it over he supposed he would 
have done a similar thing if the shoe 
had been on the other foot. It is a 
peculiar slant on human psychology that 
we often get “hot” at people for doing 
the things that we would have probably 
done ourselves and we waste a good deal 
of time and use up good energy in fret- 
ting about it. 

The agent in this case was really an- 
gry at the assured but as he could not 
well come back at him for insuring with 
a competitor and possibly incurring his 
ill will and eliminating him as a possible 
future customer his mind turned his ire 
against the successful competing agent. 
We are all tarred with the same stick. 
When in competition I have lost out with 
an agent in favor of competing special 
agents and my agent resigns, I feel, al- 
though I try to control my feelings, like 
“letting off steam” on some of the spe- 
cial agents who engineered my defeat, 
forgetting that I would have probably 
done the same thing in the same way had 
I won out. It denends so much on “whose 
ox is gored.” We all are ant to feel re- 
sentment when we lose out, and many 
times we are unreasonably inclined to 
get mad at some one without good rea- 
son, simply because we feel hurt at our 
defeat. There are few good losers, but 
we can’t always win. 

* * * 

. Cases of Mistaken Identity 

Recently an examiner found that an 
agent had committed his company on a 
large line on “washers.” The examiner, 
not having had a long experience and 
wishing to take no chances in which he 
was doing his duty, immediately “quer- 
ied” the risk to the fieldman in charge, 
thinking they were “washers” for ma- 
chinists, plumbers and the like. The 
objects covered, however, were house- 
hold washing machines, made of metal, 
and now generally used in households 
with electric power. Had the examiner 
been a married man he would probably 
have known this. (This proves that in- 
surance examiners should be married.) 
This is not a criticism of the examiner. 
Quite the contrary, he should be com- 
mended on not taking any chances. A 
story previously told in these columns 
comes to my mind, which was about a 
fieldman who thought that a risk he had 
to inspect and which burned before he 
had decided to inspect, was a “metal 
pipe” establishment because the form 
read “stock of pipes,” whereas it was a 
corn-cob pipe factory. 


Wide Range of Examiners’ Field 

A similar incident occurred in some 
head office in the matter of insurance on 
a so-called “sugar-house” on a farm, 
which, as fieldmen traveling in New Eng- 
land and upper New York state know, is 
the shed erected in a maple sugar grove 
in which the maple sap collected from 
the trees in the “sugar bush” (upper New 


York state English for the citified “ma- 
ple grove”) is collected and boiled out, 
and then cooled, after the moisture 
(water) has been driven out. These “su- 
gar-houses” are built merely as a pro- 
tection against the elements and are us- 
ually described as “remote,” as in almost 
all cases the maple groves are remote 
from the dwelling, in the nature of 
things. The word “remote” was nat- 
urally criticized by the examiner, who 
had never seen “sugar bush” sections, 
and the farm rules prescribe extra rates 
for out-buildings “remote” from dwelling. 
While the examiner was entirely logical 
in his conclusions and actions, according 
to his knowledge, the result of his con- 
clusions, based on ignorance of sugar- 
bush farms, motivated the agent in say- 
ing to me: “Where for the love of Mike 
did he expect the sugar house to be— 
on the porch or in the back yard?” 
* * 


Improving the Hotels 

Having lived in hotels for so many 
years I have naturally become interested 
in the growth and development of this 
industry and their management. I re- 
cently suggested to some managers that 
instead of placing radios in rooms the 
average traveling man would prefer to 
have the use of a typewriter made easily 
accessible. This idea is going to be car- 
ried out by several in the near future 
and will obviate the necessity of carry- 
ing one with you on the road, making 
the burden of carrying luggage just so 
much less. Recently I suggested to an 
up-to-date hotel man the “workability” 
and advantage of a hotel and the con- 
venience to the professional traveler of 
the plan of issuing a book of coupons 
good in all (or most) hotels through- 
out the country in payment of every- 
thing the hotel has to sell—lodging, 
meals, laundry, etc., service. 

To make the sale of these coupon 
books popular, thereby putting into the 
hands of hotel men a large amount of 
money in which they like all business 
men often need in advance, the hotel 
fraternity could give a discount in pro- 
portion to the amount of coupons pur- 
chased by one person. Most traveling 
men would then budget their hotel ex- 
pense for the month at the beginning of 
the month, same as they used to budget 
their railroad mileage in the old days 
when transportation was cheaper if 
bought by the 1,000 mile book instead of 
buying regular tickets during the month. 

There is something in the psychology 
of this buying your lodging and food in 
advance and having the coupon book in 
your vest pocket and knowing that that 
item has been taken care of for the 
month, especially as most traveling men 
are bound to run short of funds about 
the twentieth of the month. There is 
something in the psychology of trying 
to make a coupon book last for the 
month tending towards economy in out- 
lay. Also, if the plan is followed out 
according to my ideas it would obviate 
the necessity of cashing checks both on 
your own part and on the part of hotels, 
and especially would it obviate the ne- 
cessity of carrying a large amount of 
ready cash with you if on a long trip. 

There should not be a lot of red tape 
about redemption by hotels and no re- 
strictions as to transfer to others who 
wanted to buy from you. Several hotel 
men are seriously thinking this idea over 
due to my suggestion. In towns where 


there are competing hotels one compet- 
itor could by selling these coupon books 
to a traveling man secure this prospec- 


tive trade away from his competitor. One 
hotel man told me that he wondered 
why this plan had not been thought of 
before, but as a fact it has been carried 
out for years in another way by tourist 
agencies like Cook’s, who sell a ticket 
book with coupons designated as “rail- 
road” or “steamboat” fares and “hotel 
charges.” 
. * 2 
Stock and Mutuals in Same Office 

In Canadian local agents’ offices the 
tariff and non-tariff stock companies and 
mutuals work side by side. When a cus- 
tomer comes in and wants tariff compa- 
nies the agent gives him tariff compa- 
nies, If he wants a lower rate, but a 
stock company, why the agent accom- 
modates him. The same if he wants a 
mutual. The principle followed is: “You 
pay your money and you take your 
choice, and don’t try to tell your cus- 
tomer what he doesn’t want or what he 
should want. Give him what he wants. 
Don’t lose a customer.” 

This may sound revolutionary in the 
United States where agents use a lot of 
time to no avail in fighting mutuals and 
trying to educate the public but there 
may be some food for thought in it for 
American agents. 

+: 
Regulated Rate-Making 

Referring to the unsatisfactory work- 
ing out of some of our machine made 
rates, a prominent insurance manager 
wrote me as follows: “Nowadays all the 
vitality and nourishment seems to have 
been cooked out of rates by their lab- 
oratory treatment,” which is the polite 
and inoffensive way of stating that com- 
mon sense should be injected into the 
applications of our schedules. But that 
is prevented by law in some states, the 
Insurance Departments tying us hand 
and foot to cast-iron schedules, fearing 
unfair discrimination. 


N. J. AGENTS PROTEST 








Large Group at Newark Meeting Again 
Ask Elimination of Non-Policy 
Writing Producers 

The question of reducing the appoint- 
ment of part-time and non-policy writing 
producers was discussed by about sev- 
enty-five prominent local agents from all 
parts of New Jersey at a meeting held 
last week at the Downtown Club in New- 
ark. Most of these agents are mem- 
bers of the New Jersey Association of 
Underwriters. The agents decided that 
if the leading fire insurance companies 
will not soon cut out the appointment of 
these objectionable producers then the 
legitimate agents will again seek the en- 
actment of an agents’ qualification law 
to apply to New Jersey companies as well 
as to those of other states. Several 
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qualification bills failed to pass at this 
year’s session of the legislature at Tren- 
ton, 

The agents declared by resolution that 
“it is agreed the American agency sys- 
tem is the best method yet devised for 
the production and proper serviceing of 
the insurance business in this state” and 
that companies which permit these ob- 
jectionable practices “are not in sym- 


pathy with the American agency system © 


and can no longer expect aid, support 
or representation.” 





RUEHE A COMPANY ADJUSTER 


Henry Ruehe, for about thirty years 
a public fire insurance adjuster, has be- 
come associated with Harold Hyer of 
New York and Newark and will be an 
independent adjuster for fire insurance 
companies with headquarters at 824 Lef- 
court Building, Newark. Mr. Ruehe 





° 


started his adjusting career with George | 


W. Gilbert and was later with C. R. 
Young and Goldstein & Co. He enjoys a 
fine reputation in the adjusting field. 





ULLMANN ADDS ANOTHER 
Albert Ullmann, prominent marine un- 


derwriter of New York, has been named © 


ocean marine agent for the Northwest- 
ern National. He also represents a nu%n- 
ber of other companies. 
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LOYALTY GROUP 


TRUE OPTIMISM 


True Optimism is Faith; Faith in Humanity; Faith in the Nation; Faith in its Institutions; 
Faith in Yourself: Faith in the Present; and Faith in the Future. 

False Optimism is Hope based on Desire. 

Pessimism is compounded of lack of Faith in all that True Optimism is founded upon. and is acknowledg- 
ment of unbelief in self. too often coupled with the wish to profit through the misfortunes of others. 

History, that Just Judge of Humanity. reads the record and inexorably records the verdict. 

The Verdict is. always has been. and always will be that True Optimism is justified and its results proven: 
that False Optimism cannot last because of its unsound foundation: and that Pessimism cannot prevail. but 
must ever fail because of its inherent untruth and viciousness. 

History records that the world progressed. and was in every way better and more prosperous in the year 
100 than in the year 1 A. D.. History records that the world progressed. and was in every way better and 
more prosperous in the year 1000 than in the year 100 A. D.. History records that the world progressed. and 
was in every way better and more —— in the year 1900 than in the year 1000 A. D.: and History will 
continue to record the progress of the world. and this record will show the year 2000 in every way better and 
more prosperous than the year 1900 A. D. It is reasonable to believe, and it is wise to believe, and 
most people do believe that the year 1931 will bein every way better and more prosperous than the 
year 1930. Voice, therefore, your belief by word and act and aid it to come true in fullest measure. 

Almost two thousand years ago a wise teacher and leader of men said: 

‘*‘Now Faith is the substance of things hoped for, the evidence of things not seen"’. 
Today Faith is as then. Today, as then, True Optimism is Faith. Thinking men must be and are True Opti- 
mists. That individuals have suffered misfortunes in the past and many have succumbed. and that individuals 
will suffer misfortunes in the future and more will succumb. cannot be denied, but such misfortunes, however 
hard for the individuals, are after all individual misfortunes and will not. in fact cannot stay the world march 
of progress and prosperity. . 

Do not be ashamed of your True Optimism, and do not be afraid to express it because you 
fear some pessimist may ridicule it and tell you that some day he will say ‘‘I told you so’’. Have 
courage and make known your True Optimism by voice and deed; make known your Faith in 

% Humanity; make known your Faith in your Nation; make known your Faith in the Future; 
make known your Faith in Yourself; and make known your Faith that the tide has turned and 
that Prosperity has its hand stretched to knock at the door, and will surely enter if we but heed 
it, instead of harkening to cowardly fear. 

NEAL BASSETT, President. 
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NEAL BASSETT, President 
JOHN KAY, Vice-President and Treasurer A. H. HASSINGER, Vice-President WELLS T. BASSETT, Vice-President ARCHIBALD KEMP. 2d Vice-President 


FIREMEN’S INSURANCE COMPANY OF NEWARK, NEW JERSEY 


NEAL BASSETT, Chairman of Board 
HENRY M. GRATZ, President JOHN KAY, Vice-President A. H. HASSINGER., Vice-President 
WELLS T BASSETT, Vice-President ARCHIBALD KEMP, 2d Vice-President 


THE GIRARD FIRE AND MARINE INSURANCE COMPANY 


NEAL BASSETT, President 
JOHN KAY, Vice-President A. H. HASSINGER, Vice-President WELLS T. BASSETT. Vice-President ARCHIBALD KEMP. 2d Vice-President 


THE MECHANICS INSURANCE COMPANY OF PHILADELPHIA 


NEAL BASSETT, President 
JOHN KAY, Vice-President A. H. HASSINGER; Vice-President WELLS T. BASSETT, Vice-President ARCHIBALD KEMP, 2d Vice-President 


NATIONAL-BEN FRANKLIN FIRE INSURANCE CO. OF PITTSBURGH, PA. 


NEAL BASSETT, President 
JOHN KAY, Vice-President A. H. HASSINGER, Vice-President. WELLS T. BASSETT, Vice-President ARCHIBALD KEMP. 2d Vice-President 


SUPERIOR FIRE INSURANCE COMPANY 


NEAL BASSETT, Chairman of Board 
W. E. WOLLAEGER, President JOHN KAY, Vice-President A. H. HASSINGER, Vice-President 
WELLS T. BASSETT, Vice-President ARCHIBALD KEMP, 2d Vice-President 


THE CONCORDIA FIRE INSURANCE COMPANY OF MILWAUKEE 


CHARLES L. JACKMAN, Presi NEAL BASSETT, Vice-President 
ROHN KAY Vie prectident a 4, HASSINGER, Vice-President | WELLS T. BASSETT, Vice-President | ARCHIBALD KEMP, 2d Vice-President 


THE CAPITAL FIRE INSURANCE COMPANY 


CHARLES L. JACKMAN, President NEAL BASSETT, Vice-President 


UNDERWRITERS FIRE INSURANCE CO. OF CONCORD, N. H. 


NEAL BASSETT, Chairman of Board 
CHAS. H. YUNKER, President JOHN KAY, Vice-President A. H, HASSINGER, Vice-President 
WELLS T. BASSETT, Vice-President ARCHIBALD KEMP, 2d Vice-President . 


MILWAUKEE MECHANICS’ INSURANCE COMPANY 


NEAL BASSETT. Chairman of Board 
J. SCOFIELD ROWE. President H.S. LANDERS, Vice-Pres. & Gen’l Counsel : S. WM. BURTON, Vice-Pres. J. C. HEYER, Vice-Pres. 
EARL R. HUNT. Vice-Pres. | S- K. McCLURE, Vice-Pres.»| JOHN KAY, Vice-Pres. - A. H. HASSINGER, Vice-Pres, WELLS T. BASSETT, Vice-Pres, 


THE METROPOLITAN CASUALTY INSURANCE COMPANY OF NEW YORK 
NEAL BASSETT, Chairman of Board 


. W. FEIGENSPAN. President H. S. LANDERS, . & Gen’l Counsel W. VAN WINKLE, Vice-President E. C. FEIGENSPAN, Vice-President 
- JOHN KAY, Vice-President Vice-Pres. & Gar HASSINGER, Vice-President WELLS T. BASSETT, Vice-President 
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Kaplan and Berger 
In Same Law Firm 


WHOLE FLOOR AT 90 JOHN ST. 





Prominent Counsel of New York Board 
on Many Cases Members of Powers, 
Kaplan & Berger 





Powers & Kaplan and Berger & Bloch, 
two law firms prominently identified with 
the investigation and prosecution of fire 
insurance fraud and arson cases, have 
merged under the name of Powers, Kap- 





ABRAHAM KAPLAN 


lan & Berger and taken the entire twen- 
ty-third floor of 90 John Street. These 
large and handsome offices are in the 
center of the fire insurance district in 
New York. 

Although there are seven members in 
the new firm the best known are former 


Senator Abraham Kaplan 
Deputy Attorney General Samuel A. 
Berger. These two members of the bar 
have for years represented the commit- 
tee on losses and adjustments of the 
New York Board of Fire Underwriters 
in connection with many suspicious fire 
insurance claims but until the present 
have always been members of separate 
law firms. The present consolidation is 


and former 


logical in view of their long period of 
time together on many of the largest 
crooked fire loss cases coming before the 
courts in New York. 

The latest case in which they had a 


ol 


Photo Underwood & Underwood 
SAMUEL A. BERGER 


vital part in developing evidence was 
that which resulted last week in the con- 
viction of Victor Rosso of attempting to 
defraud fire insurance companies out of 
more than $200,000. His wife, Laura 
Rosso, who was tried with him on the 





same charge, was acquitted. This case 
involved the destruction of a large num- 
ber of paintings in a loft in New York. 
The Rossos had insured them for about 
$300,000 and contended they were orig- 
inals and very valuable. The Federal 
Government, on the other hand, contend- 
ed that the fire was incendiary in its 
origin and that the destroyed pieces of 
art were copies and worth comparatively 
little. 

Messrs. Kaplan and Berger likewise 
played leading roles in the development 
of evidence in the Bishop warehouse, 
Wilson warehouse and Dachis cases, all 
of which resulted in criminal convictions 
and jail sentences for the accused. While 
there are a number of law firms in New 
York City handling suspicious claims for 
the New York Board of Fire Underwrit- 
ers, Kaplan and Berger are perhaps the 
two best known counselors for the board 
because of their connection with cases 
which attract general attention. 

Other members of the firm of Powers, 
Kaplan & Berger are Augustin J. Pow- 
ers, David A. Ticktin, Monroe Percy 
Bloch, Moses S. Finesilver and George 
I. Gross. 





SPANISH FIRE RESULTS 


The Sociedad Catalana of Barcelona, 
one of Spains leading fire insurance com- 
panies with a capital of 5 million pesetas, 
40% paid-in, reports a good year for 1930. 
Premium income gross was in excess .of 
1929 with 22,831,471 pesetas; the loss 
ratio was 38.3%; of the business about 
50% was reinsured. Profits permitted a 
dividend of 680,000 pesetas on the 10,000 
shares of 500 pesetas each (200 paid in) 
which is better than 30% on the money 
actually paid in. The company is sixty- 
five years old. 





AGENCY INCORPORATES 
The American Brokers, general insur- 
ance brokers of Elizabeth, N. J., has been 
incorporated with a capital of two hun- 
dred shares. The incorporators include 
Raymond J. Gorman, Samuel C. Wood 
and Edward S. Williams. 


RESTORATION COST IS LOSS 





Court Decides Lessee Cannot Include 
Leasehold Value But Only Actual 
Property Damage Done by Fire 

The sole purpose of fire insurance con- 
tracts is indemnity to the insured for the 
loss caused by a fire to the property cov- 
ered. If the fire damages or only partly 
destroys the property, the cost of restora- 
tion or repairing measures the indemnity 
payable. Harrington v. Agricultural, 
Minnesota Supreme Court, 235 N. W. 535. 

In this case the insurer, under the 
terms of the policy, reserved the option 
to replace or restore the property con- 
sumed by the fire instead of paying the 
indemnity. The insured, a lessee, car- 
ried policies for $12,000 covering improve- 
ments and betterments. The insurance 
company showed that complete restora- 
tion of the damage done to plaintiff’s 
betterments and improvements by the 
fire could be made for $4,840. 

The leasehold had two years to expire. 
The insurance, however, was not upon 
the leasehold, but upon the plaintiff’s 
property mentioned, and it was held that 
though the recovery was measured by the 
rental value of the use of the property 
for the remainder of the lease, such re- 
covery could not exceed the cost of the 
restoration of the property to the con- 
dition it was in before the fire occurred. 
A verdict for $12,346, including interest, 
was held not supported by the evidence 
and contrary to law; and a new trial was 
ordered. 





HOME’S GOLF TOURNAMENT 

Officers and employes of the Home 
who are devotees of the Scotch actuar- 
ial game of golf were the guest of Pre- 
sident Wilfred Kurth at the annual tour- 
nament at the Arcola Country Club, 
Arcola, N. J., last Friday. More than 
fifty attended. Chairman of the Board 
Tyner and Vice-President Burke won in 
a foursome match with President Kurth 
and Vice-President Smith by two down 
and two to go. Mr. Kurth beat Mr. 
Tyner by a margin of one individually. 





EVERETT W. NOURSE 
United States Manager 
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Some Practical Methods For 
Overcoming Small ‘Town Blues 


By WILLIAM M. GOODWIN 
Bethlehem, Pa: 


“He’s dead, but too lazy to drop,” said 
a special agent friend of mine the other 
day in speaking of an old, established 
agency in a Pennsylvania town. 

“We've been getting about the same 
amount of business year after year,” he 
continued, “but each year it gets just a 
little less. He has a good loss record, 
pays his accounts promptly and is a fine 
fellow and a satisfactory agent, but he 
won't work. Some day a new, young 
agent will start up and walk away with 


all the business he has and he’ll be too . 


weary to resent it. And twenty years 
ago he was such a hustler. Success has 
spoiled him.” 

My special agent friends know that 
this is not an exceptional case. It is not 
quite the rule but it is a fact that such 
agencies are entirely too plentiful and 
are sources of great concern to the com- 
panies. And what wonderful opportuni- 
ties the towns in which they are located 
offer to well trained, ambitious young in- 
surance men! These localities are known 
to the field men as “dead” insurance 
towns but in reality they are veritable 
gold mines to the skilled miner for in- 
surance premiums. 

Quotes Selfridge 
Selfridge, the American-born 
merchant, said: “Besides am- 
bition, business, demands courage, judg- 
ment, imagination and organizing abil- 
ity. But it has no use for self satis- 
faction or for mental laziness—the first 
crime in the list.” 

“Self satisfaction” and “mental lazi- 
ness” hits the nail squarely upon the 
head when one seeks for eloquent terms 
to describe many of our insurance agen- 
cies, located not only in small towns but 
in the large cities as well. 

Too many agents reach the point 
where they are making a fair living and 
sitting back and taking it e: asy. Of course 
this is an enviable position for most peo- 
ple but it is a dangerous one these days, 
for competition is keener than ever and 
there is no territory that can be immune 
for many years. 

Usually such agents start as 
timers,” selling insurance 
their principal income. They have never 
known the desperate feeling that has 
possessed so many of us who have never 
been engaged in any other business and 
who depend entirely upon the commis- 
sions earned for life and happiness. 
Gradually, the insurance premiums grow, 
through he ird and intelligent work, and 
they arrive at the point when they can 
take a chance and “ditch” the old job 
for that of a full fledged insurance agent. 
But even then most of them covered up 
by becoming aldermen, justices or real 
estate men on the side. They win the 
confidence of the community, represent 
good companies that pay their losses 
promptly and settle down to a happy, 
peaceful and profitable existence. Now 
and then they are disturbed by the New 
England mutuals, big city brokers or a 
live agent from some neighboring town 
and such events have almost the same 
effect as an earthquake. Letters are 
written to home offices, long conferences 
held with special agents, protests filed 
with the underwriters and speeches on 
“ethics” made at agents’ meetings. But 
none of these extreme measures restore 
the lost premiums. 

Danger of Self Satisfaction 

Some of these agents see the hand- 
writing on the wall and begin to fight in 
real earnest and they are surprised to 
learn how many new premiums are wait- 
ing to be placed upon their books. Others 
are too far gone to revive and just die 
a natural death. 

I have been a small town agent for 
eleven years and I can appreciate the 
predicament of many agencies who de- 
velop that dangerous, self satisfied feel- 
ing. 

Small town business men know each 


Gordon 
London 


“part 
to augment 


other entirely too well. Frequently they 
are too tolerant toward each other which 
tends to soften characters and develop 
slipshod, easygoing methods. They are 
usually ‘close friends, seeing each ge 
on the golf course, at service clubs, 

church and lodge and at social sabhae- 
ings, almost daily. It is a beautiful thing 
to have friends and it is this neighborli- 
ness that is the most appealing side of 
small city life but too often such friends 
impose upon you. Many of them expect 


unlimited terms of credit, favors in con- 
nection with loss adjustments and much 
free information and in return they take 
your word for it that insurance is bound 
without any evidence for many weeks, 
that policies are written correctly at the 
proper rates and freely forgive you er- 
rors and omissions. And gradually you 
develop an_ easygoing, self- satisfied dis- 
position. What’s the use of studying or 
trying to do anything unusual? It won’t 
be appreciated, anyway. What’s the use 
of being prompt and careful? No one 
cares. And the chances are that you 
won’t get any more business than your 
allotted share for your efforts. Know- 
ing a small town as I do I can readily 
appreciate how an agent can get firmly 
sunk into a rut, and I know of many 
that are and wondering why they do not 
grow. 

Association Contacts Proved a Help 

Early in my agency career I began to 


get the “Small Town Blues,” as I called 
them and here is the cure I took. 
First, I became interested in the In- 
surance Federation of Pennsylvania, and 
undertook the chairmanship of their fire 
prevention committee. This brought me 
in contact with trained insurance engi- 
neers from the local boards and the Na- 
tional Board and with their help | 
worked out a fire prevention plan for 
my own city which eventually resulted in 
a large saving in insurance cost. I then 
became closely identified with the Fed- 
eration in all their activities and came | 
in contact with the most experienced and | 
interesting men in our business. These © 
contacts ripened into close friendships © 
and are becoming more valuable to me © 
each day. Through the Federation I be- © 
came identified with the National Fire | 
Waste Council and made some more in- 
teresting contacts. I look forward to my = 
(Continued on Page 32) 
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“Making More Money”? 


BOSTON INSURANCE 


@ Write us. Today. 


COMPANY 


OLD COLONY INSURANCE COMPANY 


87 Kilby Street, 


Boston, 





1, Roa-e-we Ron ROE E-B OG: 

















July 3, 1931 Page 31 





ad : = — ————— ee oe ——— cerca —aoern nnn a = 














| _ i 


I Ke Hole of CVery modern ship are cross- 


walls of steel from keel to far above the water line. Each door in those wk ; 
walls is so safely watertight that, even though an entire section should be ecurily 
flooded, the ship will remain afloat. Loss is restricted to the flooded section. ‘ 

Insurance cannot prevent loss. Insurance transcends loss. Insurance R OY A 
indemnifies! Prompt payment keeps the business ship afloat when a// its INSURANCE 
material sections are destroyed. 

The Royal shield is the symbol of Security First. 
vives (7M 


ey ay 4 


ROYAL 


INSURANCE COMPANY LTD 
150 WILLIAM STREET @® NEW YORK 


Courtesy Cutler-Hammer Ine. 











irst 


id . 





COMPANY. 


LIMITED 











Page 32 





July 3, 1931 





Small Town Blues 
(Continued from Page 30) 


trips to Washington to attend their 
meetings as part of my education. 

I consider myself fortunate to become 
attached to the Federation at the time 
because it gave me an opportunity to be. 
of conspicuous service without a great 
deal of effort. It broadened my view- 
point and kept me out of useless and 
time wasting controversies. In my mind 
the Federation offers the best field for 
real service to the public and the busi- 
ness than any other organization whose 
membership is open to local agents. 


Value of Big City Trips 


In the second place I make frequent 
trips to the home offices of‘my compa- 
nies and incidentally keep in touch with 
the big city brokers who control risks 
in my territory. It is surprising how 
much valuable information you can pick 
up upon such a trip. But the main bene- 
fit to me is the change of scene, the hus- 
tle and bustle, the bigness, the power, 
the signs of success all around you. If 
you are feeling like a “big toad in a 
small puddle” there is nothing that will 
take you down so quickly as a visit to a 
large New York brokerage house. Here 
you will be lucky to get a few minutes’ 
interview and they will show you several 
premiums running into five figures, pre- 
sumably daily occurrences. And the hun- 
dreds of emploves in the various depart- 
ments, the cocky office boys, the placers, 
etc., will make vou feel that you are not 
so much after all. On the other hand 
you will be impressed with the magni- 
tude of the great business you are in 
and you will learn that you are impor- 
tant to the officers and underwriters hav- 
ing charge of your field. 

No, there is nothing like a trip to New 
York to cure those “small town blues.” 
I usually find it necessary to visit New 
York and Philadelphia at least three 
times a month and I know that it pays 
me. 

Now, these are my recipes for a long 
and successful agency career and I am 
practicing what I preach, although I am 
far from being the success I hope to be 
eventually. One thing certain it is that 
none of my friends ever hear me singing 
the “small town blues” although I have 
felt like it many times during the past 
eight months and if I htd succumbed I 
would probably have had many join me 
mournfully in the chorus. 

The agent who has the “small town 
blues” will never be a success. He will 
never realize the full possibilities of his 
business or his own ability. 


No Substitute for Hard Work 


It is true that as a man gets older 
his energies deteriorate, but that is no 
reason why he should become mentally 
lazy. His mind should be kept keen 
and alert by constant use and study and 
the more experience it has the more it 
can accomplish efficiently and quickly, 
leaving plenty of time for recreation. 


Railroad Rates 


(Continued from Page 1) 





bility of savings banks, insurance com- 
panies and other institutions investing in 
railroad securities may not be impaired: 
that employment in the railroads and 
other industries dependent upon them for 
purchases of supplies may be maintained; 
that the railroads may continue to ren- 
der to the nation’s shippers the same 
high standard of transportation as here- 
tfore. Therefore be it 
“Resolved, That the National Board of 
Fire Underwriters unc qualifiedly supports 
the alternative proposal unanimously ad- 
vanced by the executives of American 
railroads that freight revenues be in- 
creased by an amount sufficient to per- 
mit the railroads to survive their finan- 
cial difficulties and contribute to the up- 
ward stimulus of industry as a whole.” 
Officials of banks, trust companies, in- 
surance companies, universities and col- 
lege foundations met last Friday in the 
Bankers’ Club and formed a committee 





to support the railroads in their peti- 
tion to the Interstate Commerce Com- 
mission for a 15% increase in freight 
rates. This committee is known as the 
Security Holders’ Committee on the 
Railroad Emergency and has Charles E. 
Hughes, Jr., as counsel. The fire insur- 
ance company members of this commit- 
tee include the following leaders in that 
branch of the business: 

Charles Tyner, chairman of the board 
of the Home; Benjamin Rush, president 
of the Insurance Co. of North America; 
George G. Bulkley, president of the 
Springfield Fire & Marine; J. Lester 
Parsons, president of the United States 


Fire; Charles W. Higley, president of 
the Hanover; J. B. Levison, president of 
the Fireman’s Fund; Ernest Sturm, 
chairman of the board of the America 
Fore Companies; O. E. Lane, president 
of the Fire Association; E. W. West, 
chairman of the board of the Glens 
Falls; Frank W. Sargeant, president of 
the New Hampshire. 

Also R. B. Ives, president of the Aetna 
(Fire); R. M. Bissell, president of the 
Hartford Fire; W. H. Koop, president of 
the Great American, and Edward Milli- 
gan, president of the Phoenix of Hart- 
ford. 

Also C. V. Meserole, president of the 


Pacific Fire; Henry M. Gratz, president 
of the Girard Fire & Marine; Ralph L. 
Freeman, president of the Lumber- 
men’s; C. W. Bailey, president of the 
American of Newark; L. A. Harris, pres- 
ident of the American Auto Fire; Henrv 
R. Hedge, president of the Boston; H. 
R. Bush, president of the Dixie Fire; B. 
G. Dawes, Jr., president of the Eureka 
Security; J. S. Fisher, chairman of the 
National Union Fire; Emory J. Coblentz, 
president of the Peoples Fire; Victor 
Roth, president of the Security; Edwin 
G. Seibels, president of the South Caro- 
lina Fire, and Frederick E,. Nolting, 
president of the Virginia Fire & Marine. 





AT THE SIGN OF THE STAG—INSURANCE 
IN ALL ITS BRANCHES, EXCEPT LIFE... 
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We’ve heard a loi about this butter- 
and-ege business. Selling the staple 
lines is sound policy. But adding 
some of the trimmings is good for 
the profit-book, too. To do this sat- 
isfactorily, you need the backing of 
a good, streng company that writes 


policies on practically every risk on 


the calendar. 


pany. Some 16,000 live underwriters 
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Canadians Criticize 
New Hudson Bay Rates 


ARE DEFENDED IN ENGLAND 





Hope Expressed that Dominion Gov’t 
Will Not Offer Subsidy to Make 
Up Rate Differences 





Despite the efforts of the Imperial 
Shipping Committee of Great Britain to 
arrive at an understanding with regard 
to marine insurance rates for the new 
Hudson Bay route, certain interests in 
Canada appear to be dissatisfied, and 
Brig.-Gen. R. W. Paterson, president of 
the On-to-the-Bay Association has said, 
according to the Montreal Gazette, that 
the committee’s report gives rise to a 
good deal of uneasiness, “as we were 
assured the rates would only be slightly 
higher than those to Montreal.” He con- 
tinues by saying that they look to the 
Dominion Government to fulfill the 
promise that if insurance rates to the 
Bay were not reasonable they would ab- 
sorb the difference until reasonable rates 
could be obtained from underwriters. 

It is recalled, according to the Policy- 
Holder of England, that in the recent 
second report of the I.S.C. it was an- 
nounced that after consultation between 
the chairman of the committee and the 
chairman of the Joint Hull Committee, 
underwriters had agreed to reduce the 
basic Hudson Bay additional premium 
from 66s. per cent on the insured value 
to 50s. ;er cent on the insured value, 
leaving the rate of 2s. per gross register 
ton untouched. It was explained that this 
meant that the total rate on a steamer 
valued at £10 per ton would be 3%% 
against the former rate of 4%. 

“Brig.-Gen. Paterson’s statement with 
regard to the assurance which he alleges 
has been given that rates for the Bay 
route would be slightly higher than those 
to Montreal must be questioned, because 
such an assurance could not have come 
from any authoritative source,” says the 
Policy-Holder, “nor is there any sug- 
gestion in the I.S.C’s reports which 
might lead to such a belief. As for the 
alleged promise that the Dominion Gov- 
ernment would make up any difference 
in rates, nothing official appears to have 
been announced in this connection, and 
it would be interesting to know on what 
occasion this promise was given. In any 
case an indirect subsidy of this nature 
is strongly to be deprecated. In the first 
place such indirect subsidies do not al- 
ways reach those for whom they are 
intended and, secondly, Government in- 
terference in marine insurance is never 
satisfactory, as, for instance, the recent 
disappointing outcome of the English 
Government arrangements for participat- 
ing in the building risk insurance of the 
new Cunarder.” 

Rates Are Compared 

It has been stated that the revised ad- 
ditional premium for Hudson Bay trade 
during the season is 50s. per cent on the 
insured value, ~lus 2s. per cent. on the 
gross register tonnage, and, in addition, 
underwriters have made certain conces- 
sions with regard to additional rates for 
late sailings. Against these rates it may 
be noted that for round vovages in sum- 
mer the additional premium for the St. 
Lawrence is 5s. per cent on the insured 
value, plus 6d. per cent on tonnage, and 
for winter voyages 10s. per cent plus Is. 
Per cent. For canceling the North Amer- 
ca warranty outright the additional costs 
are 15s., plus 1s. 6d. for the summer, and 
30s., plus 3s. for the winter. 

It is not easily possible to compare 
the rates for Bay and St. Lawrence 
trades, because whereas it is improbable 
that any vessel will make more than one 
tound voyage to the Bay during a short 
Season, vessels trade regularly to the St. 
Lawrence during the much longer season 


MARINE & AUTOMOBILE 





AUTO THEFT POLICY VOIDED 





British Court Holds Failure to Tell 
About Another Car Being Stolen 
Three Times Was Material 
In the King’s Bench Division of the 
Courts of Justice in London the Lord 
Chief Justice gave judgment for the de- 
fendants in an action in which Israel 
Farra, furrier, sued six Lloyd’s under- 
writers for $3,000, the agreed value of 
an Arrol-Aster saloon motor car insured 
against loss by a policy dated December 
11, 1929. The car was stolen on Feb- 

ruary 26, 1930. 

The defence was that the plaintiff, in 
the proposal for the insurance, which 
was dated December 5, 1929, and was 
signed by him, had not disclosed the 
fact that another motor car belonging 
to him had been stolen on three occa- 
sions. 

By the policy it was agreed that the 
proposal should be incorporated in the 
contract. The proposal, which was 
signed by the plaintiff, concluded with 
the declaration: 

“T hereby declare that the above motor 
car is my own sole property and that all 
the particulars stated above are true, and 
that no facts have been omitted or any 
information withheld with which the un- 
derwriters should be acquainted. I 
further agree that this declaration shall 
be the basis of the contract between us.” 

Among the questions contained in the 
proposal form was the following: “How 
many accidents or losses have arisen 
during the past three years in connection 
with this or any other motor vehicle 
owned or driven by vou or your driver?” 
The answer was: “See your record un- 
der policy on Chrysler car.” 





POWELL GETS THE COLUMBIA 

The Herbert Powell Agency of New 
York has been appointed metropolitan 
fire agent for the Columbia Fire of Day- 
ton, a member of the American of New- 
ark group. This agency will also repre- 
sent the Western of Toronto for auto- 
mobile lines and the Federal Life & 
Casualty of Detroit for limited forms of 
accident and health. Mr. Powell has 
been in insurance since 1914 and recently 
formed the present agency. 








of open navigation. It would, therefore, 
be hard to pretend that the perils of the 
two trades are similar. The I.S.C. re- 
ports both show the greater hazard of 
ice and fog in the Bay as compared with- 
the St. Lawrence, and when the extra 
hazard of navigation in comparatively 
unknown waters, where salvage appli- 
ances are only readily available in the 
Strait and at Port Churchill, is consid- 
ered. it will be appreciated that the re- 
vised rate quoted for Hudson Bay trade 
is by no means unreasonable. 


APPLETON & COX, Inc. 


8 South William Street, New York 





Offer New Method for 
Reconditioning Grain 


IS ORIGINATE IN GERMANY 





Claim Made That It Will Reduce Marine 
Underwriting Losses From 
Damaged Grain 





A matter of considerable interest to 
marine underwriters is the discovery of 
a successful method for reducing claims 
arising from damaged grain. A recent 
article in the Marine Underwriter of 
Berlin describes a process which has 
been originated in that country and 
which has successfully withstood severe 
tests. By this method it is possible to 
recondition grain when so musty or dam- 
aged as to be unfit for human food, and 
in some cases unsuitable to even feed 
cattle. The inventor’s demonstrations 
have proven satisfactory to milling in- 
terests and are bound to be studied 
closely by marine underwriters. 

It is known that the risks of transpor- 
tation alone are not the only ones which 
militate to deteriorate wheat, but wet 
harvesting cuts a considerable figure. It 
has been variously estimated that this 
latter cause of wheat damage runs as 
high as from 5 to 15% of the crop, ac- 
cording to the country of origin and the 
character of the harvest. 

Damage in transit rises from perils of 
the sea, and heating and sweating, due 
either to delay, proximity to other cargo, 
or sweating in the hold. 

It has been customary to dry and ven- 
tilate the masses of damaged wheat, but 
this process is not entirely effective be- 
cause the outside only is dried without 
taking away the musty smell. The result 
is a serious decrease in the value of the 
grain. 

It is claimed for the new process that 
it eliminates the musty smell and, when 
the wheat is ground, the meal is found 
to be as good as that from sound wheat. 
The new process consists of three stages: 
mechanical cleaning in a washing ma- 
chine and a centrifugal shaker; drying 
and radiation. 

This novel method has been tested. 
Badly sea-damaged grain has been recon- 
ditioned by it sufficiently to be usable as 
cattle food. It is reported that the proc- 
ess is cheap when compared with the re- 
sults obtained. 





NEW BOOK ON REINSURANCE 

A practical work on reinsurance has 
been published by Dr. Giuseppe Galanti 
in Rome, entitled “Le Imprese di Rias- 
sicurazione, Ordinamento _ Amministra- 
tivo e Contabile” (The reinsurance en- 
terprises, their administration and_book- 
keeping).” It is published by the Rivista 
Italiana di Ragioneria in Rome and is 
one of a series of books on insurance 
published by that firm. Dr. Bruno de 
Mori, the well known general manager 
of the Unione Italiana de Riassicura- 
zione, has written an introduction in 
which he recommends the work as a 
practical guide of value. 








AUTOMOBILE INSURANCE 
United States Merchants & Shippers Insurance Co., New York 
Admitted Assets, $6,565,762.78 
Tokio Marine and Fire Insurance Co., Ltd., Tokio 
Admitted Assets, $13,257,460.31 


Indemnity Mutual Marine Assurance Co., Ltd., London 
Admitted Assets, $1,387,252.42 





WRITE FOR OUR AGENCY PROPOSITION 


WORLD’S LONGEST TOW 





Floating Dock Insured for $900,000 on 
Trip From England to New Zealand 
of 13,000 Miles 
Arrangements have been completed 
for the insurance in the London market 
of the new floating dock with a lifting 
capacity of 17,000 tons while it is being 
towed from Wallsend-on-Tyne to Well- 
ington, New Zealand. It is intended 
that the dock should leave the Tyne in 
tow on July 15 for the voyage of about 
13,000 miles, and should reach Welling- 

ton in February. 

The tow will be the longest on rec- 
ord and the dock will be the largest mass 
towed, for though the famous Singapore 
dock, built at the same place, was in 
the aggregate larger, it was towed to its 
destination in sections, During the voy- 
age living accommodation will be ar- 
ranged in the dock for the crew. A 
boiler will also be temporarily installed 
on the pontoon deck for supplying steam 
for the windlass and for ballast pump- 
ing. The dock has an overall length of 
58 feet, a width of 117% feet, and an 
inside clear width of 8&8 feet between 
fenders. The insured value is $900,000 
and the rate of premium 6%. 





PREVENTION EXPENSES UPHELD 





Where Losses are Reduced Through 
Money Spent for Inspections; 
Views of British Companies 
Increasing attention is being paid by 
the chairmen of British insurance offices 
in their annual speeches to the question 
of costs in certain departments. Colonel 
Lionel Hanbury at the recent meeting in 
London of the Guardian Assurance 
pointed out that there were good rea- 
sons for a considerable part of the ex- 
penses which in recent years have shown 
a tendency to increase. The ordinary 
running expenses would, he admitted, be 
lower if many costs could be separately 
charged such as the continuous work 
in the preparation of tariffs for rating. 
In the fire department the consider- 
ation of fire-resisting construction, sur- 
veying the warehouses in the larger cit- 
ies and ports, recommending the distri- 
bution of produce, the separation of 
hazardous and non-hazardous goods, and 
the examination of fire-extinguishing ap- 
pliances ail add to operating expenses. 


BRITISH INSURANCE STATISTICS 

The recently issued reports of many of 
the leading insurance companies has in- 
duced a leading Liverpool firm of stock- 
brokers to compile a handy analysis of 
the figures of seventeen of the most 
prominent British offices. The total pre- 
miums, excluding those of the life de- 
partments, amounted to £102,337,013, a re- 
duction of #£4,298,034, or 4.03%. After 
providing for unexpired risks on the 
basis of 40% of the premium income 
and for taxation and other items in profit 
and loss, the net result is shown as a 
surplus of £3,146,951, being 3.07%. The 
corresponding result for 1929 on a total 
premium income of £106,635,047 was 43,- 
343,630, or 3.13%. 








60 YEARS AT LLOYD’S 

T. E. Leigh, who has just completed 
60 years of active business in the under- 
writing room at Lloyd’s of London, re- 
cently received the congratulations of 
about 100 friends in the form of a tes- 
timonial which was presented to him by 
Neville Dixey, chairman of Lloyd’s. 


JOIN INLAND MARINE ASS’N 

The Scottish Union & National and 
its affiliated companies have become 
members of the Inland Marine Under- 
writers Association of New York. This 
young organization is moving along 
steadily and adding to its strength and 
prestige. 


RAIN STARTS JERSEY FIRE 
Water will be included now by fire 
company statisticians among other causes 
of fires. A sudden downpour of rain at 
Belmar, N. J., last week short circuited 
wires on an electric light pole, setting 
it afire. 
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Commonwealth Merger 
With Independence Ind. 

DEAL APPROVED BY DIRECTORS 

C. H. Holland Will Be Board Chairman; 


W. F. Kendrick Vice-Chairman and J. 
H. Shale Pres.; Financial Details 











The boards of directors of the Inde- 
pendence Indemnity of Philadelphia and 
the Commonwealth Casualty also of that 
city, at meetings held on June 29 unan- 
imously approved a proposed agreement 
of merger and consolidation between the 
two companies subject to the approval 
of the Pennsylvania insurance commis- 
sioner and of the stockholders of both 
companies. It is understood that owners 
of a majority of the stock of each car- 
rier have already given approval to the 
proposed plan. 

Under the merger the consolidated 
company will be known as the Independ- 
ence Indemnity; chairman of its board 
will be Charles H. Holland, vice-chair- 
man, W. Freeland Kendrick, now presi- 
dent of the Commonwealth Casualty; 
president and general manager, J. Horace 
Shale. Although the personnel of the 
new directorate has not yet been settled 
it is understood that it will include many 
of the members of the boards of the 
merging companies. 


‘Carl M. Hansen in Limelight 


Carl M. Hansen, founder and presi- 
dent of the International Reinsurance of 
Delaware, took a leading part in bringing 
about the merger of the two companies. 
He and his associates recently acquired 
control of the Commonwealth Casualty 
and substantial improvements have been 
effected in its financial structure under 
his direction. In consequence of the In- 
dependence-Commonwealth merger they 
will control a majority of the stock of 
the new company and will become a dom- 
inating factor in it. Under Mr. Hansen’s 
leadership the International Reinsurance 
started in 1928, has grown into a com- 
pany with a capital of $1,500,000 and a 
surplus in excess of $3,000,000. 


Financial Setup of New Company 


The capital of the consolidated Inde- 
pendence Indemnity Co. will be $1,000,000 
and it is estimated that the surplus will 
be not less than $3,000,000 after consoli- 
dation plans have been completed. Its 
estimated assets will be approximately 
$14,000,000. 

The Independence Indemnity has held 
virtual control of the Independence Fire 
Insurance Co. for some years past and 
has had that company as its running 
mate throughout the country. The man- 
agement of the Independence Fire will 
be continued by Corroon & Reynolds, 
Inc., and the company will be brought 
into closer relationship with the group 
of fire insurance companies now under 
the management of that corporation. 





363 LICENSES SUSPENDED 
Automobile licenses suspended in New 
York pending proof of financial responsi- 
bility numbered 363 during the two-week 
period ending June 24. There were 381 
suspensions all told in that time. 


Compensation Rates 
Due To Go Up Sept. 1 


AVERAGES ABOUT 4% INCREASE 





Country-wide Emergency Plan Program 
Drawn Up At Rates Committee 
Meeting of National Council 





An important rates committee meeting 
of the National Council on Compensa- 
tion Insurance was held a few days ago 
to consider a definite plan for providing 
relief to meet the emergency confronting 
the carriers due to the unfavorable expe- 
rience in compensation insurance. With 
both mutual and stock company repre- 
sentatives in good attendance, a resolu- 
tion was unanimously adopted calling for 
a countrywide emergency increase in 
rates to be made effective September 1, 
1931, based upon the state loss ratios in- 
dicated by policy year 1929. This reso- 
lution follows in full: 

Wuereas: A serious emergency confronts 
the carriers of workmen’s compensation in- 
surance due to the continued and mounting 


underwriting loss during 1929, 1930 and 
1931; be it 
Resotvep: That a countrywide emergency 


increase in the rates for the several states 
be made effective September 1, 1931, based 
upon the state loss ratios indicated by policy 
year 1929 increased by an emergency loading 
of 2.5 points, which loading averages slightly 
over 4% in rates; provided, however, that 
in states having less than $1,500,000 annual 
premium volume the loss ratio used shall be 
the average of policy years 1928-1929 or 
1927-1928-1929, whichever is needed to se- 
cure a loss ratio based upon approximately 
$1,500,000 premium volume. 


Loss Ratio Trend Exhibit Presented 


As a preliminary to the resolution the 
Council staff presented an exhibit show- 
ing the trend of loss ratios in the several 
states and a program for amending rates 
to meet the requirements of the situation. 
The plan proposed that the increases in 
the several states be based upon: 


(a) The modified loss ratio for 1929 

with medical projected to 1932, and 

(b) An emergency loading of 2.5 points 

(which will average slightly over 
4% in rates). 

It was pointed out that the results ob- 
tained by this plan are almost identical 
to those based upon several other meth- 
ods but because it does not deviate mate- 
rially from the standard rate making pro- 
gram it seems the most desirable of the 
several plans considered. 


Resolution No. 2 


Another resolution also unanimously 
adopted and referring to the increases 
provided in the first resolution set forth 
that such increases “shall apply to new 
and renewal business, provided, however, 
that all policies issued to become effect- 
ive on or after September 1, 1931, shall 
be endorsed to permit the increase as of 
the date approved.” 

The chairman, Clarence W. Hobbs, 
drew the attention of the committee to 
a section of the resolution adopted by 
the National Convention of Insurance 
Commissioners urging the carriers to 












US 
Gree? 













(jeneral, ccident 


FIRE AND LIFE 


? ASSURANCE CORPORATION, Ltd. 


FREDERICK RICHARDSON, United States Manager 


GENERAL BUILDING -4T & WALNUT STS. 
PHILADELPHIA 

















Acquisition Costs Get 
Executive Attention 


COMMITTEE MEETS IN NEW YORK 





New York Insurance Department Co- 
operating in Definite Program to 
Bring Commissions Into Line 





The casualty acquisition cost problem 
was brought a step nearer solution at a 
meeting a week ago of the committee 
of executives appointed by the Confer- 
ence on Acquisition and Field Supervi- 
sion Cost when a definite method was 
devised to procure exact information as 
to the practice of casualty companies. 
The first steps in this program are now 
being worked out with the co-operation 
of the New York Insurance Department, 
and there is every promise that it will 
bring about a reduction in evasions of 
the rules on commissions. 


The. department was represented at last 
week’s meeting by Charles P. Butler, 
deputy superintendent, and Joseph J. 
Magrath, rating bureau chief, in keeping 
with the promise of Superintendent 
George S. Van Schaick to aid the Con- 
ference in bringing the cost of getting 
business to within the limits laid down. 
James A, Beha, presiding, as chairman 
of the body, called attention to the fact 
that the acquisition costs of the business 
are increasing at the same time that the 
profits of the business are decreasing, 
which he described as a wholly illogical 
situation. It was pointed out that the 
National Convention of Insurance Com- 
missioners had taken cognizance of this 
situation. 


Progress on New Chicago Association 


A most encouraging angle to the 
situation is that progress is being made 
on clearing up the Chicago and Califor- 
nia disturbances. A constitution has 
been drawn up under which the proposed 
Chicago association of agents will be gov- 
erned, and it is now being studied by 
company executives. After it has been 
given official endorsement by individual 
pledges made in support of its provisions, 





make an investigation to see what items 
of cost can be eliminated and what 
economies of: operation can be effected. 


the launching of the organization will 
move ahead quickly. 

Company executives present at the 
meeting included W. L. Mooney, Aetna 
Life;.W. C. Billings and F. A. Christen- 
sen, Fidelity & Casualty; E. J. Schofield, 
Globe Indemnity ; Paul Rutherford, Hart- 
ford Accident; C. F. Frizzell, Indemnity 
Insurance Co. of North America; F. 
Highlands Burns, Maryland Casualty; 
Major H. A. Giddings, R. J. Sullivan and 


T. W. Smith, Travelers; J. J. Meador, § 


United States Casualty, and W. A. Ed- 
gar, United States F. & G. 





NEW POST FOR F. R. METCALF 





Standard Surety Appoints Him Regional 
Supervisor for Phila. Territory; For- 
merly With Standard Accident There 


The Standard Surety & Casualty has 
appointed F. R. Metcalf as its regional 
supervisor, affiliated with the Philadel- 
phia branch office of the company. Mr. 
Metcalf resigned a short time ago as 
resident vice-president of the Standard 
Accident in charge of Philadelphia ter- 
ritory. 

His insurance career started in adjust- 
ing work in Buffalo and for more than 
ten years he handled the Standard Ac- 
cident’s claim department in that city 
In 1911 he opened a Cleveland branch for 
this company and was its manager for 
two years when he transferred his activi- 
ties to Philadelphia as Standard Accident 
branch manager there. He occupied that 
post for fifteen years until 1928 when he 
was made resident vice-president. 


His change this week from the Stand- : 


ard Accident to the Standard Surety & 
Casualty will be of interest to a wide 
circle of friends. It may be emphasized 
that the former company has no connec- 
tion whatsoever with the latter. 

Always active in Federation work Mr. 
Metcalf was instrumental in organizing 


the Insurance Federation in Ohio and 


was one of its first directors. 


WANT GUEST LAW 
A determined effort will be made by 
Virginia insurance interests at the 1932 
legislative session to put through a law 
barring guests in automobiles from re- 
covering damages in case of accident. 


POLICEMEN’S COMPENSATION 

Compensation for policemen and fire- 
men is one of the recommendations made 
for Richmond, Ind., after a survey of 
the city’s insurance needs. 
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Standard S. & C. New 
Accident Policy Ready 


8 SALES TITLES BUT ONE POLICY 





Simplicity a Feature of “One Policy Plan” 
in Keeping with Personal A. & H. 
Bureau Program 





Quick to act upon the proposals put 
before the Bureau of Personal Accident 
& Health Underwriters for simplifica- 
tion and uniformity in accident contracts, 
the Standard Surety & Casualty has 
come out this week with a new per- 
sonal accident policy which it feels will 
merit a fine field response because of its 
simplicity and liberality. 

Making a distinct departure from the 
usual multiplicity of policy forms and 
colorful literature, the company is intro- 
ducing the “One Policy Plan” which is 
primarily intended to serve the need of 
the multiple line agent who has been 
opposed to the great variety. of policy 
forms which have plagued the accident 
business for a long time. 


Descriptive Policy Titles 


By way of description, for sales ef- 
fect, eight policy titles are used, but the 
policy is one and the same. There is 
the Dentist’s policy which may be sold to 
dental laboratory workers as well as 
dentists ; the Doctor’s policy which in- 
cludes psychiatrists, oculists and roent- 
genologists as well as physicians and sur- 
geons; the Office Man’s contract which 
extends to those engaged in such occu- 
pations as accountants, bookkeepers 
cashiers and clerks as well as executives, 
managers, superintendents, etc. 

For female risks there is the Office 
Woman’s policy which may be sold to 
women employed as secretaries, stenog- 
raphers, typists, bookkeepers, clerks or 
any other general office work; the Man- 
ufacturer’s policy for persons engaged in 
the manufacturing of any article except 
explosives; the Merchant’s form for 
those selling merchandise on the whole- 
sale or retail basis; the Salesman’s pol- 
icy for commercial travelers as well as 
wholesale or retail salesmen, and the Oc- 
cupational policy covering persons whose 
occupation does not fit in with any of 
the aforementioned forms. 

President Morris Takes Policy No. 1 

Care has been taken in the preparation 
of the new policy to give consideration 
to the selling problems of the multiple 
line agent; to take cognizance of his 
long registered complaint; “Too many 
policies, too complicated,” and the limited 
interest he has shown in‘ the accident 
line despite the lucrative rate of commis- 
sion it has always afforded. With these 
facts in mind Frank G. Morris, president 
of the Standard Surety & Casualty, in 
a frank letter to its field representatives 
explains: 

“It was obvious that we would have 
to find some new way, or devise some 


= "ew plan, for the writing of this busi- 


ness in order that our agents might not 
ave cause to register the same com- 

Plaint. And so, believing that a plan of 

concentration would be productive of bet- 

ter results for all concerned, we decided 

a come forward with the ‘One Policy 
an. 

“You should ‘start the ball rolling’ bv 
taking one of these policies for yourself, 
i the same manner as I have signified 
My confidence in it by having Policy 

0. 1 written up for me. May I set 
aside one of the first series for you?” 
Cites Merits of the “One Policy Plan” 

“The multiple line agent,” says A. J. 
~ountrey, accident department manager, 
Cannot afford the time to familiarize 
himself with the ‘57 varieties.’ What he 
wants is a good clean-cut policy which 


€ may sell to his clients with complete” 


Confidence and assurance that it will not 
Cause the loss of an account when the 
ps arises. Our ‘One Policy Plan’ 
tully meets this demand, first because 
It relieves him of the burden of search- 
ing through a multiplicity of forms for 
the one which might best fit: his. client’s 
Needs, second because our policy is de- 


void of all those negative phrases which 
too often have been the cause of argu- 
ment and legal combat.” 

An original feature of the company’s 
new policy is that the indemnities pro- 
vided are plainly set forth in bold type 
in the beginning of the contract. “In the 
great majority of cases,” says Mr. 
Mountrey, “unless the agent enumerates 
the benefits contained in an accident 
policy, the average layman must read the 
policy several times before he knows 
what coverages he has purchased. Our 
policy tells the prospective purchaser at 
the very first glance what the coverages 
are, thus eliminating from his mind ali 
possible doubt as to the number of bene- 
fits he may collect at the time of claim.” 

Another feature is the “five-in-one” in- 
demnity payments for any one accident 
covering expenses, hospital, nurse, oper- 
ation fee and weekly indemnity, in addi- 
tion to all other indemnities provided in 
the policy. An amount equal to four 
times the weekly indemnity is paid for 
X-Ray film, operating room, anesthetics, 
bandages, medicines, etc. 

The usual 90-day restriction in the hos- 
pital and the nurse clause has been elimi- 
nated; the words “immediately” or “from 
date of accident” have been omitted from 
the total disability clause, the time limit 
within which disability may develop is 
thirty days. The death or dismember- 
ment period has been extended to one 
year irrespective of total or partial dis- 
ability. The time limit within which 
death or dismemberment may occur with 
total disability is six years rather than 
the usual 200 weeks. Partial disability 
payments are for fifty-two weeks. As- 
sault by burglars or highwaymen is fully 
covered as well as the hazards of asphyx- 
iation, sunstroke, freezing, hydrophobia 
and choking while swallowing. 

Manager Mountrey explains that the 
aim has been to give a broad coverage 
for the common every-day hazards at a 
reasonable cost, avoiding frills and re- 
mote coverages such as flying, life in- 
demnity, triple indemnity, etc., in favor 
of the most essential needs for the too 
frequent daily accidents. 





Railroad Committee Personnel 


Casualty and surety company lead- 
ers figure prominently on the Security 
Holders Committee on the Railroad 
Emergency, formed at a Bankers Club 
(N. Y.) gathering a week ago of rep- 
resentative business and professional 
interests. The definite aim of this 
committee is to back the railroads in 
their petition to the Interstate Com- 
merce Commission for 15% freight 
rate increase. 

Those serving from the Casualty- 
Surety field are: Neal Bassett, chair- 
man of the board, Commercial Cas- 
ualty; H. A. Behrens, president, Con- 
tinental Casualty; F. Highlands Burns, 
president, Maryland Casualty; ye 
Falvey, president, | Massachusetts 
Bonding; Edson S. Lott, president, 
United States Casualty; F. J. O’Neill, 
president, Royal Indemnity; A. F. 
Lafrentz, first vice-president, Ameri- 
can Surety and William B. Joyce, 
chairman, National Surety. 











STATE FUND CLUB OUTING 


The State Fund Club, social organiza- 
tion of the New York State Insurance 
Fund, held its annual boat ride and out- 
ing at Indian Point June 20. Approxi- 
mately 200 attended, including officers of 
the Fund. Charles G. Smith, manager, 
distinguished himself in an exciting ten- 
nis match. Baseball teams of the State 
Fund and the New York State Depart- 
ment of Labor also met in a short game. 





DECLARES QUARTERLY DIV. 


“The American Credit Indemnity, St. 


Louis, has declared a quarterly dividend 
of 50 cents on common stock, payable 
July 1. The previous quarterly divi- 
dend was 75 cents. J. F. McFadden, 
president of the company, said that the 
management considered the general sit- 
uation somewhat improved with better 
eS 
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CHANGE MACHINERY RULES 





National Bureau Announces Reductions 
in Rates on Large Turbines Effective 
August 1 

Machinery insurance rate reductions 
have been made by the National Bureau 
of Casualty & Surety Underwriters, 
changes to be effective August 1. For 
steam turbines and water turbines in 
sizes over 1,000 kilowatts, substantial re- 
ductions have been made. The reduc- 
tions increase in proportion to the size 
of machine and apply to all forms of tur- 
bine insurance except the old, restricted 
form of explosion coverage. 

A simplification has been made in the 
application of rates which effects a fur- 
ther reduction in premium for plants hav- 
ing turbines over 5,000 kilowatts. New 
rates are provided for so-called “com- 
bined coverage” which in addition to the 
restricted explosion coverage, includes 
also breakdown coverage on the electrical 
end of the turbine. The combining of 
the two classifications for pulleys and re- 
ducing the total number of types from 
five to three results in a reduced rate for 


balance wheels and for pulleys on engine, . 


and an increased rate for wood or wood 
rim wheels. 

Similar reductions have been made for 
rotating electrical machines such as gen- 
erators, motors and rotarv converters. 
Another change is a revision of the de- 
ductible liability rate table to provide a 
more substantial reduction in premiums 
for the policyholder taking part of the 
risk. 





COURT FINDS NO FRAUD 





Assured Signed Application For Acci- 
dent Policy Without Reading It; 
Agent Filled Answers 

Where ‘an applicant for an accident 
policy is not aware of the contents of 
the application which he has signed he 
cannot be held to have made falsifica- 
tions, the Court of Appeals of Kentucky 
has held in the case of the Provident 
Life & Accident v. David M. Parks. 

The company issued to Parks an acci- 
dent policy with a face of $2,000, also 
providing $1,000 for the loss of either 
hand. Parks was injured in a railroad 
accident and lost one arm. The com- 
pany declined to pay on the grounds 
that Parks had made false representa- 
tions in securing the policy, but Parks 
claimed that he had procured the policy 
through the agent without knowing the 
contents of the application. 

A trial jury gave a verdict for Parks, 
and this has now been upheld by the 
Court of Appeals. The court held that 
it was up to the jury to decide whether 
the person making the application acted 
in good faith when signing the applica- 
tion prepared entirely by the company’s 
agent. 


PACIFIC INDEMNITY DIVIDEND 
The Pacific Indemnity has declared its 
usual quarterly dividend of 35 cents a 
share which was paid July 3 to stock- 
holders of record June 15. The dividend 
payment this year totaled $105,000 ac- 
cording to M. R. Johnson, vice-president 





> -and general manager of the company. 


Bureau Revises Auto 
Rates in Five States 


INCREASES FOUND NECESSARY 


P. L. and P. D. Changes Made in Ala- 
bama, Arkansas, Minnesota, North 
and South Carolina 


The National Bureau of Casualty & 
Surety Underwriters has promulgated 
new public liability and property damage 
rates for private passenger, commercial 
automobile and garages in Alabama, Ar- 
kansas, Minnesota, North and South 
Carolina, which became effective June 29. 

The new rates represent increase for 
the most part because an analysis of the 
combined experience for the four policy 
years, 1926 to 1929 inclusive, shows that 
the companies have sustained a net un- 
derwriting loss over that period in most 
of the states. This is particularly true 
under public liability coverage which, on 
the whole, has shown a steady upward 
trend in loss costs from year to year. 
The property damage experience for the 
same period has not shown up so un- 
favorably, nor does it show the same up- 
ward cost trend. In consequence, the un- 
derwriting losses on property damage 
have been relatively slight as contrasted 
with those sustained on public liability. 


Seek to Avoid Future Losses 


It is emphasized by the Bureau that 
the rate increases based upon these ex- 
perience indications are not designed to 
recoup past underwriting losses but 
merely to avoid a repetition of such 
losses in the future. This objective, it 
is felt, will not be attained unless im- 
provement is shown in future public lia- 
bility experience because the new rates 
are generally lower than the experience 
indications for 1929, the latest available 
year. 

_A comparison of new and old rates is 
given below for public liability on_pri- 
vate passenger cars of the three types 

, X and Y for the several territories 
of each of the five states: 


ALABAMA 
—tTer. 1— —Ter. 2— —tTer. 3— 
Class New Old New Old New Old 
Wu... G87 $26 $24 $19 $17 $11 
x aa oe 32 26 23 21 16 
47 40 35 30 30 23 

ARKANSAS 
—Ter. 1— —Ter. 2— 
We atidccdeed cae $17 $13 $17 $13 
Me  cceXwdwes cea 21 18 21 18 
wo kedaecescaves 30 25 30 25 

NORTH CAROLINA 
—Ter. 1— —Ter. 2— 
WE eadauukxcwaaas $26 $16 $19 $13 
ae Pcwkodecese laws 28 19 25 18 
SO seawtuedncowes 38 25 37 25 
SOUTH CAROLINA 

—Ter. 1— —Ter. 2— —Te — 
. errr $19 $22 $16 $15 $9 
we uses ae 23 24 20 19 13 
 Sicteacee 30 32 26 27 18 


: MINNESOTA 

_ This state has been divided into five territories 
instead of four, so comparisons cannot be made 
territory by territory. The new rates for the five 
territories follow: 


Ter. 1 Ter. 2 Ter.3 Ter.4 Ter. 5 
W ...$48 $42 $42 $42 $16 
p> ere ee 42 42 42 22 
¥ 62 54 54 54 34 


The old Minnesota rates for four territories 
were as follows: 





Ter.2.. Tenr3 Ter. 4 
We. $60 $24 $12 
, hr 37 30 15 
¥ 46 38 19 
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Agencies Fighting Mail Order 
Competition By More Efficiency 


Murray M. Lent Describes Many Ways in Which Regular 
Salesman Can Increase Business; Liability 
Field Most Important 


The best way to overcome the menace 
of mail order insurance companies is for 
agents to be so effective that the serv- 
iceless company is at a decided disad- 
vantage in competition, in the opinion 
of Murray M. Lent of Knox, Stevens & 
Lent, White Plains agency. 

The mail order company will become a 
real menace, he says, if agents “do not 
choose to change,” and sit idly by while 
the mail order companies with their bar- 
rage of advertising find prospects all 
around whom agents have failed to cover. 

Mr. Lent made many suggestions as to 
how agents may gear up production in 
his talk before the New York State 
agents at Syracuse recently. Private 
dwelling liability is somewhat hard to 
sell, as owners are not convinced of the 
necessity for it. Mr. Lent sends out, 
with each private dwelling fire policy, 
a liability policy for $10/20 limits. This 
is accompanied by a carefully prepared 
letter explaining why the extra policy is 
sent. Results from this presentation have 
been very satisfactory. 

As an example of what liability may 
unexpectedly arise on a dwelling, a cer- 
tain assured under a liability policy is 
being sued for $130,000 as a result of a 
number of volunteer firemen being in- 
jured while fighting a fire on the prem- 
ises. The value of the house is about 
$20,000. 

The “Save You Money” Anvveal 

When making a survey of present in- 
surance and finding errors of rate, form 
or coverage, it is better not to tell the 
assured in detail what is wrong, says Mr. 
Lent. Just say to him: “Mr. Smith, I 
find that your protection is carried at 
an annual cost of $675. I will duplicate 
the insurance for $585.” He is interested 
in how much money he will save, not in 
what is causing a wrong rate. 

Never start out by suggesting addi- 
tional policies, he counsels. Save the 
client money first, then afterward you 
can increase the coverages. 

One of the functions of an agent is to 
place insurance in good strong compa- 
nies. It is a fallacy to believe that every 
company is a good one until proved 
otherwise, emphasized Mr. Lent. Agents 
should know that a company writing 
business from 10% to 40% below stand- 
ard rates and at the same time paying 
excess commissions is not apt to stay in 
business long. 


Cut Rate Evil 

Taking up Superintendent Van 
Schaick’s warning to cut raters and his 
“house-cleaning” program which has 
caused a considerable stir in New York, 
Mr. Lent said: 

“In periods of depression, when every 
dollar counts, the public is receptive to 
cut-rate propaganda. Some companies 
and some agents, in order to meet this 
competition, have countenanced and en- 
couraged bad practices in our business. 
If the situation is allowed to continue, 
your business and mine will be in a very 
chaotic condition. Heaven knows we 
have enough to contend with now. 

“For our own good and for our busi- 
ness in general we should co-operate ful- 
ly with our companies and the insurance 
department to the end that these evil 
practices shall be stamped out for good. 
Otherwise, you are showing discrimina- 
tions, encouraging wunsound principles 
and inviting no end of trouble for your- 
self.” 

Sales Possibilities of N. Y. Financial 

Responsibility Law 

A recent tightening of the New York 
automobile financial responsibility law 
preventing the dodging of responsibility 


by transferring ownership of the car 
brings out the fact that 50% of drivers in 
New York state are still uninsured. 
“What are we doing about it?” asks Mr. 
Lent. “Are we giving it adequate pub- 
licity? Are we using it as a sales ar- 
gument ?” 

Furthermore, he asks, do agents appre- 
ciate the importance of non-ownership 
automobile liability insurance, needed by 
every employer in the state? This is 
the policy that protects the employer 
who is legally liable for an employe using 
his own car on business, There are many 
circumstances where no other policy 
would cover the risk. 

The larger the possible risk the more 
important it is for the client to be in- 
sured, says Mr. Lent, no matter how lit- 
tle the probability. Any individual or 
concern can stand a known loss of $50 
or $100, but no one can risk the possi- 
bility of having to pay a damage award 
that may run as high as $25,000 or $50,000. 

An up-state New York agent hired a 
college man as a solicitor for the sum- 
mer and sent him from house to house 
selling residence and employers’ liability 
coverage. By the end of the summer the 
boy had netted several hundred dollars 
and the agent found himself with many 
new customers and a great deal of new 
business on his books. 





BLOOD TEST THREAT WORKS 


Over in Greta Garbo’s home town, 
Stockholm, police do not intimidate the 
reckless motor car driver with the busi- 
ness end of a night stick, but with the 
threat of having his blood tested, reports 
the Hartford Agent. If a Stockholm 
driver is suspected of having had a nip 
or two extra and denies that he has had 
a drink, the police surgeon immediately 
makes a blood test to determine whether 
he has had any alcohol. If so, the judge 
makes the punishment fit the crime, Ac- 
cording to report, the effect has been a 
noticeable decrease of drunken drivers. 





Roesch Takes to the Air 


In Newark, N. J., Monday morn- 
ing for breakfast and in Los Angeles 
in time for dinner Tuesday evening 
indicates the flying speed with which 
W. Eugene Roesch, president, M. & 
S. Agency, Inc., of Newark, started off 
this week. Deciding to open a branch 
office of his agency in Los Angeles 
to handle California business Mr. 
Roesch took to the air in a special 
plane, not a new mode of traveling for 
him as he saw considerable flying dur- 
ing the war as an officer in the Royal 
Flying Corps. 

The M. & S. Agency is doing busi- 
ness on a country-wide basis with spe- 
cial emphasis on court bonds. Be- 
fore becoming its president Mr. 
Roesch was with the Equitable Cas- 
ualty & Surety as secretary and prior 
to that with The Spectator as cas- 
ualty-surety editor. 











WINS JENSEN CUP AGAIN 





F. J. Allen, Montreal Engineer for Mary- 
land Casualty, Made Best Average in 
Compensation Accident Prevention 

For the second successive year F. J. 
Allen, safety engineer at Montreal for 
the Maryland Casualty, has been award- 
ed the Accident Reduction Cup Award. 
This cup, presented by Holger Jensen, 
manager, engineering and rating divi- 
sion, remains in Mr. Allen’s possession 
for a year. 

In order to retain possession of it the 
winner made the highest average in 
workmen’s compensation accident pre- 
vention experience for the calendar year 
preceding. In computing the average 
due consideration was given to accident 
frequency, loss ratio and accident se- 
verity based on the compensation data 
for 1930. Mr. Allen is connected with 
the office of Robert Hampson & Son. 
He and the Hampson & Son staff are 
given justified praise in the current 
Maryland Casualty Budget. 





ACT AGAINST “CHASERS” 

St. Louis Hospital Commissioner Lohr 
has barred all ambulance chasers from 
the city institutions. Attorneys will be 
allowed to visit clients, but no soliciting 
will be permitted. 
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Gov. Pinchot Critical 
of Penna. State Fund 





OVER $250,000 UNPAID PREMIUMS 





Orders Cancelation of All Policies Not 
Paid for Within Thirty Days 
Of Due Date 





In a severe criticism this week of the} 
administration of the Pennsylvania work- | 


men’s compensation insurance fund, Gov- 
ernor Pinchot attacked the regime of 


Philip H. Dewey, now secretary of in-/ 


ternal affairs, declaring that the fund 
has unpaid and uncollectible premiums 
outstanding of more than $250,000. The 
Governor announced that in the future 


all policies will be canceled if premiums. 


re not paid within thirty days of the due 
ate. 

_Although Mr. Dewey ran on the same 
ticket as Governor Pinchot he was re- 


placed at the beginning of the adminis- > 


tration by W. Jack Stiteler, Jr. Last 
week John C. Bingham, assistant man- 


ager of the fund for years, was dropped” 


without explanation. 
In his statement the Governor said 
that unpaid premiums were “allowed to 


accumulate month by month until they’ 


reached such large amounts that the pol- 
icyholder was unable to pay the bill, 


choosing rather to leave the state fund} 
holding the bag while he departed to’ 
insurance protection from other” 


seek 
sources. 
The 


amount of more than a quarter of a mil- 
lion dollars. 


“The simplest business rules and prin- 
ciples of common sense were ignored in| 
the handling of the insurance fund to’ 
such a degree that it is now necessary” 


to charge off this enormous, inherited, 
uncollectible balance.” 





S. H. McKEAG RESIGNS 





Concord C. & S. Manager in New Jersey : 


Leaves Office August 1; Active in 
Newark Casualty Circles 
S. H. McKeag has resigned as Con- 
cord Casualty & Surety manager for 


New Jersey territory after nearly two} 


years with the company. His resigna- 
tion is effective August 1 after which he 
will spend a month at Lake Hopatcong 
and make known his future plans in 
September. 

Before joining the Concord Mr. Mc- 
Keag was with the Commercial Casualty 


and the Pennsylvania Surety. He is ac-/ 


tive in New Jersey casualty affairs and 
is a member of the New Jersey Casualty 
& Utilities Claim Men’s Protection As- 
sociation, secretary, Casualty Underwrit- 
ers Association, and a member of the 
New Jersey Surety Association. 





TO ACT ON MERGER JULY 28 


Formal action will be taken on_ the 
merger of Franklin Surety with Lloyds 
Casualty at a special shareholders’ meet- 
ing on July 28. 





VIRGINIA DECISION 


Three workmen’s compensation case! 
recently decided by the Virginia Supremet 
Court have set a precedent for future ac- 
tion. The sum of the findings was that 
when an employer takes subrogation 
after settling with an employe who ha 
been injured by a third party he caf 
recover only the amount of the compen: 
sation plus interest with costs of the suit; 
that an employe cannot recover from 4 
third party in a suit if already compen 
sated by his employer for the injury: 
The compensation act is conflicting 
these matters, and it is expected that 
the next legislature will be asked 
eliminate the conflict. 


Governor added that the fund 

“finds it advisable to give notice that all 
policies will be promptly canceled if not 
paid within the legal limit of thirty days. | 
This order is made necessary by the fact! 
that the fund has, as an inheritance from ™ 
the Fisher administration, unpaid and/ 
uncollectible premiums to the incredible 
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New York Bail Bond 
Bureau to Continue 


VAN SCHAICK PRAISES RESULTS 





Sixteen Companies in Organization Find 
Experimental Period Successful; 
Helping Fight “Rackets” 


The New York Bail Bond Bureau, 
Robert M. Nugent, manager, having 
proved successful in its experimental pe- 
riod, the sixteen companies composing 
it have voted to continue the organiza- 
tion. Superintendent of Insurance George 
S. Van Schaick, present at a meeting last 
week, praised the bureau for its good 
work in fighting the bail bond “racket.” 

“Bad practices in bail bonding are 
prevalent,” said Superintendent Van 
Schaick. “They call for action on the 
part of the Insurance Department and 
every other governmental agency having 
to do with the business. The necessity 
of curbing abuses does not mean the re- 
ducing of bail bond facilities. If we are 
going to approximate equality before the 
law the man of small means must have 
the opportunity of his liberty on bail 
pending trial just as his neighbor in af- 
fluent circumstances. 

“As to whether a person accused. of 
crime should be admitted to bail is a 
question for the committing magistrate 
or other judicial officer. When bail is 
once fixed it is the function of the gov- 
ernment to see that the applicant does 
not become the victim of extortionate 
practices. When a person’s liberty is at 
stake he will often agree to any terms 
no matter how harsh in order to retain 
it. The result is that the bail bond field 
offers opportunity for extortion. The 
law properly limits the charge which 
may be made by the bondsman. Great 
difficulties have always existed in the 
matter of enforcing this legal restriction. 

Started in Conway Regime 

“The formation of the Bail Bond Bu- 
reau was at the request of the Depart- 
ment of Insurance. Former Superintend- 
ent of Insurance Conway asked the aid 
of the surety companies as a civic duty 
in order that progress might be made in 
correcting evils which have grown up in 
the bail bond business. That progress 
has been made is apparent to all who 
have observed the operations of this bu- 
reau. It is the desire of the Department 
of Insurance that the bureau continue its 
activities. 

“The Department of Insurance will 
welcome suggestions from any source as 
to steps necessary and proper to the 
further improvement of the bail bond 
situation.” 

Robert M. Nugent, manager of, the 
bureau, stated that the smallest bail bond 
written was in the sum of $25, and the 
largest $100,000. 

The bureau operates from 103 Lafay- 
ette Street, New York City, during the 
daytime and at night and on Sundays 
and legal holidays from its uptown office 
at 300 West Fifty-fourth Street, New 
York City. 

The companies composing the bureau 
are the American Employers’, American 
Surety, Commercial Casualty, Employers’ 
Liability, Fidelity & Deposit, Globe In- 
demnity, Great American. Indemnity, 
Hartford A. & I., Lloyds Casualty, Mass- 
achusetts Bonding, Metropolitan Casual- 
ty, National Surety, Southern Surety, 
Standard Accident, Union Indemnity, 
United States Casualty. 








GETTING P. C. LICENSES 





P. J. Barry, V.-P. of Connecticut Indem- 
nity, in San Francisco Preparing for 
Active Business Operations on Coast 
Peter J. Barry, vice-president and gen- 
eral manager of the newly organized 
Connecticut Indemnity, casualty mate of 
the Security of New Haven, is now in 
an Francisco arranging for the com- 
Pany’s entrance into California and sev- 
eral other coast states. It is expected 


that business operations will start early 
in July. Underwriting will be in charge 
of B. A. Sifford, Pacific Coast manager 
for the Security and allied companies. 
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Agents T’o Get Full Commission 
On Golden Gate Bridge Bonds 


$20,000,000 Bid Bond Put Through in Record Time With 
Massachusetts Bonding As Originating Company; 
Awards for Ten Distinct Contracts to 


Be Made After July 8 


Surety home office executives in the 
East and Pacific Coast bonding men 
worked with considerable speed a few 
weeks ago in the handling of their re- 
spective ends of a $20,000,000 bid bond 
for the Columbia Steel Co. of California 
on the proposed gigantic Golden Gate 
bridge, San Francisco. With Marsh & 
McLennan as the brokers, the Massa- 
chusetts Bonding as originating com- 
pany, and Finn-Elbow & Co., as general 
agents, it took exactly eight working 
hours to complete the bond which has a 
co-surety participation of thirty-two 
companies. Details were worked out by 
Gus A. Elbow of Finn-Elbow and J. R. 


: McKinney, Pacific Coast manager of the 


Massachusetts Bonding at San Francisco. 
This bond is considered to be the largest 
of its kind written so far. 

The bid of the Columbia Steel Co., a 
subsidiary of the United States Steel 
Corporation, was for the steel super- 
Structure and cables of the bridge and 
its bond: ran in favor of the Golden 
Gate Bridge & Highway District. Al- 
though the bids were received on June 
17 the awards will not be made until 
after July 8 following certain financing 
by the Golden Gate Bridge & Highway 
District involving the sale of bonds which 
were voted at the November election. The 
Towner Rating Bureau has promulgated 
rates on the various bonds to be issued 
and it is noted that such rates allow for 
the full commission to agents. 

Ten Distinct Contracts 

There are ten separate and distinct 
contracts to be awarded in ‘the bridge 
project, the largest of which is for the 
steel superstructure (including fabrica- 


tion and erection of towers, posts, stif- 
fening trusses and bracing, floor steel, 
portal enclosures and railings and 
anchorage steel work): rate $7.50 per 
thousand on the contract price. 

Contract 1B—Cables, suspenders and 
accessories: $7.50 per thousand on the 
contract price. 

Contract 2—Main piers: $15 per thou- 
sand on the contract price. 

Contract 3—Anchorages: $15 per thou- 
sand on the contract price. 

Contract 4—San Francisco and Marin 
county approach spans: $15 per thousand 
on the contract price. 

Contract 5—Presidio road: $15 per 
thousand on the contract price. 

Contract 6—Sausalito road: $15 per 
thousand on the contract price. 

Contract 7—Paving main approach 
spans: $10 per thousand on the contract 
price. 

Contract 8—Electrical work: $15 per 
thousand on the contract price. 

Contract 9—Toll terminals: $15 per 
thousand on the contract price. 

For contractors who do not give cor- 
porate suretyship or performance bond 
but furnish corporate suretyship on labor 
and material bond only, the above pre- 
miums are reduced one-third. 

Although the bond issue to provide 
funds for building Golden Gate bridge 
was voted at $35,000,000, the estimated 
cost set by engineers, bids received have 
brought that figure down to less than 
$25,000,000. Each contractor will be re- 
quired to give a performance bond of 
100% of the contract price and a labor 
and material bond of 50% of the con- 
tract price. 





MUST AROUSE PUBLIC OPINION 


Auto Accidents Can Then Be Reduced 
Rapidly, Says M. E. Pew, Editor, 
In Travelers Radio Talk 
Public opinion, if aroused against the 
loss of human lives in automobile acci- 


dents, can overcome the evil speedily, 
Marlen E. Pew, editor of Editor & Pub- 
lisher, said in a radio talk last week over 


the Travelers station WTIC. He called- 


for a popular denunciation, to be made 
by every medium, of the well known 
causes of automobile tragedies. “The 
orgy of road death can never be wiped 
out,” he declared, “until indignant pub- 
lic protest forces the action. 

“Auto accidents can be cut down by 
half or more in a single year if the peo- 
ple who drive automobiles and walk the 
streets accept in principle and fact the 
good railroad slogan, ‘safety first,’” he 
continued. He decried the fact that 
there is no striking evidence of outraged 
public opinion which might compel re- 
form. Despite the attempt made by city 
and state governments to control traf- 
fic by regulation and appropriation of 
vast sums for good roads, and men and 
apparatus for policing them, he asserted 
that the accident rate is not abated and 
that drivers and pedestrians continue day 
by day to make the same fatal mistakes. 
“This was the third in a series of talks 
for automobile safety given under the 
auspices of the Travelers through sta- 
tion WTIC. 





INSURES: NEW STADIUM 
San Francisco’s new $1,250,000 Seals 
Stadium has been insured in the Hart- 
ford Accident & Indemnity under a gen- 
eral liability policy, according to the 
Hartford Agent. 


AETNA LIFE ODD CLAIMS 


Man Shot in Barber Chair; Hot Road 
Throws Auto Into Ditch; Pencil 
Punctured Assured’s Leg 
One of the most unusual claims under 
personal accident policies received by the 
Aetna Life was one in which a highway 
suddenly and violently heaved, throwing 
an autonrobile and driver into a ditch. 
It is supposed that the upheaval was due 

to heat expansion. 

Some other extraordinary claims of the 
Aetna were on these accidents: A pol- 
icyholder was sitting in a barber chair 
when a man next to him accidentally 
dropped a revolver which went off; the 
bullet entered both thighs and caused 
paralysis. A man who was telephoning 
during a thunderstorm had an eardrum 
cracked when lightning came down the 
telephone wire. A motorist’s eye was 
severely cut by a piece of spring that 
flew from a passing car and went through 
the policyholder’s windshield. Another 
claimant was badly injured while watch- 
ing an automobile race when a wheel 
came off one of the racing cars, killing 
several spectators and injuring others. 

An insured student bent over quickly 
in class, running a lead pencil up his 
nose. To make it worse, the point broke 
off in the nose. Another pencil worked 
through a policyholder’s coat and lodged 
in the hem forgotten until it punctured 
a vein in the assured’s knee. Another 
man was being fitted for shoes, but when 
the clerk took hold of the foot he bent 
back the toes and one toe was dislocated. 
An assured while fishing with a friend 
caught the friend’s hook in his cheek. 
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C. W. I. WOODLAND RETIRES 








Employers’ Liability Canadian Manager- 
ship Vested in John Jenkins Who 
Joined Corporation in 1911 

Charles W. I. Woodland, general man- 
ager of the Employers’ Liability for Can- 
ada and Newfoundland, has retired after 
thirty-one years of service. To succeed 
him the directors of the corporation have 
appointed John Jenkins of Montreal who 
has been assistant Canadian manager. 
During the many years of Mr. Wood- 
land’s administration as manager the 
business of the Employers’ has grown 
to considerable proportions. In 1910, for 
example, the premium income was $700,- 
000 as compared with an income of $3,- 
718,288 for 1930. Mr. Woodland is leav- 
ing with the best wishes of the Canadian 
fraternity and the Employers’ for a long 
enjoyment of a retirement well earned. 


Newly appointed Manager Jenkins en- 
tered the service of the corporation in 
1911 as manager in Canada of its fire de- 
partment, subsequently being appointed 
assistant Canadian manager. For many 
years a large volume of workmen’s com- 
pensation and the various classes of cas- 
ualty insurance business, in addition to 
fire insurance have been transacted in 
the Montreal office under the jurisdiction 
of Mr. Jenkins, 

The Merchants Marine Insurance Co. 
of London, and the Britannic Underwrit- 
ers, subsidiaries of the Employers’, will 
also be under the jurisdiction of Mr. Jen- 
kins. 








GET OFFICIAL RECOGNITION 


Messrs. Benjamin, Garey and Wollny, 
Commercial Casualty A. & H. Under- 


writers, Made Ass’t Secretaries 


Frank W. Benjamin, Paul G. Garey 
and William Wollny, who run the acci- 
dent and health division of the Com-. 
mercial Casualty, have been appointed 
assistant secretaries of this branch of 
the company by Neal Bassett, chairman 
of the board and who is at the head of 
the Firemen’s of Newark fleet of which 
the Commercial is a member. 

Mr. Benjamin will be the senior offi- 
cer and Mr. Garey and Mr. Wollny his 
associates. Although there will be no 
change in their relative positions these 
appointments mean a well-merited pro- 
motion in appreciation of good work 
done. 

Added responsibilities have also been 
given to R. H. Brusoe, superintendent 
of the entire accident and health claim 
department. 








A. & H. LINES REINSURED 





Washington National of Chicago Takes 
Over This Department of American 
National of Galveston 

The Washington National of Chicago 
has reinsured the entire accident and 
health business of the American National 
of Galveston involving about $500,000 in 
monthly payment and commercial pre- 
miums. The American National is re- 
tiring from the accident and health field 
after about three years in that line in 
order to give more attention to life. in- 
surance. The Washington National, of 
which George R. Kendall is president, is 
well equipped to carry on this depart- 
ment of the Texas company. 
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N, J. Casualty Ass’n 


Enjoys Annual Outing 


GOLF IS PRINCIPAL DIVERSION 





C. A. Gough, W. J. Snedeker and A. R. 
Lawrence Guests of Underwriters at 
Dinner; Large Attendance 





Good fellowship and _ sportsmanship 
prevailed at the annual outing of the 
Casualty Underwriters Association of 
New Jersey, which was held last Thurs- 
day at the North Jersey Country Club 
and in which some two hundred mem- 
bers and guests took part. Play started 
early in the morning and lasted well up 
to five in the afternoon. Those who did 
not play golf took part in a tennis tour- 
nament. 

The winners and their prizes in the 
golf tournament, as announced by John 
L. Martin, chairman of the golf com- 
mittee were as follows: Members con- 
test—low gross, first prize, book ends, 8&2, 
John L. Martin, manager, Newark office, 
Standard Accident; second prize, ciga- 
rette box, 92, Byron Conklin of O’Gor- 
man & Young; third prize, silver 
trimmed vase, 93, Albert Allsopp, general 
insurance agent. Low net scores for 
members; first prize, cocktail set, 72, 
George Brush, Union Indemnity; second 
prize, zipper bag, 77, Allan J. Dougher- 
ty, General Casualty & Surety, and third 
prize, golf balls, Frank Heller, Schles- 
inger-Heller agency. 

“Kickers” and Guest Winners 

In the “kickers” contest the winners 
were as follows: first, electric clock, J. 
A. Berry, 85, Fidelity & Casualty, New- 
ark office; second, R. Magee, Bankers 
Indemnity, Newark, 82, military brushes; 
third, W. T. Ricketts, T. C. Moffatt & 
Co., poker chips, 74, and fourth, golf 
balls, Henry Reardon, Newark branch 
manager, Standard Surety & Casualty, 
76. 

In the low gross contest for guests 
the winner was C. J. Simons, C. J. Si- 
mons & Co., Newark, whose score was 
79. His prize was a cigar humidor. In 
the guest “kickers” contest there were 
three prize winners, the first prize, a 
smoker’s stand, being won by J. A. Mc- 
Laughlin, general agent in Jersey City; 
second prize, tea set, J. P. Martin, De- 
troit office, Continental Casualty, and the 
third prize, golf balls, F. J. Percarpio, 
general agent at Paterson. 

The festivities of the day were brought 
to a close with a dinner. The tennis 
winner, announced at the dinner, was E. 
M. Doughty, Newark office of the In- 
dependence Indemnity. He won a silver 
pitcher. The putting contest was won 
by R. W. Hawks, roulette wheel, New 
Amsterdam Casualty. 

The guests of the evening included 
deputy commissioner of insurance, Chris- 
topher A. Gough, W. J. Snedeker, in 
charge of the license bureau at Trenton, 
and A. R. Lawrence, chairman and man- 
ager, Compensation Rating & Inspection 
Bureau of New Jersey. The affair was 
the largest in attendance ever held by 
the association. 





PHYSICIANS INDEMNITY ORDER 
State Superintendent of Insurance 
Thompson of Missouri has filed a peti- 
tion in the St.Louis Circuit Court ask- 
ing that the. Physicians Indemnity of 
America, located in St. Louis, be en- 
joined from doing business and dis- 
solved. Superintendent Thompson’s pe- 
tition charged that the insurance con- 
cern is in an insolvent condition and in 
a condition hazardous to the policyhold- 
ers. 
Edward Dolis, president of the com- 
pany, and Joseph J. Hettley, secretary- 
treasurer, did not comment on the action 
of Superintendent Thompson. 





KELEHER OUTING 
The R. M. Keleher Agency of Brook- 
lyn held its third annual outing at Lake 
Hopatcong, N. J., last week. Baseball, 
boating and swimming tournaments were 


held. 


MUST PAY FOR COMPLETION 





Amount Required Greater Than Face of 
Bond; Assured Refused New Con- 
tract to Pay Balance Under First 


The Appellate Division of the New 
York Supreme Court has affirmed a 
judgment against a surety for comple- 
tion of a contract where the amount re- 


quired for completion was greater than 
the bond. The case was Cemetery Gar- 
dens vy. Globe Indemnity. 

The Globe had issued a contract bond 
as surety for the development of prop- 
erty in Cemetery Gardens, Inc., in Suf- 
folk County, Long Island. After default 
by the contractor and after the assured 
had been unable to secure any contractor 
to complete the work without loss to it 
in excess of the surety’s bond, the sure- 
ty company proposed that the assured 
enter into a contract with the surety 
whereby the surety was to designate a 
contract to complete the operation for 
an amount not greater than the balance 
which would be payable under the origi- 
nal contract. 

The assured refused to accept the 
proposition, claiming that it was under 
no obligation to enter into a new con- 
tract. The trial court granted judgment 
for $9,000 in favor of the assured, and 
this has been upheld by the Appellate 
Division, The Globe Indemnity was rep- 
resented bv Nevius, Brett & Kellogg 
while David Goldstein and Alex Davis 
represented the assured. 





PROPELLER DEATH EXEMPT 





Accident Policy Excluded “Aerial Navi- 
gation”; Held to Apply Although 
Plane Was Not Flying 
Being struck by the propeller of an 
airplane chartered by the insured was 
held to come under “aerial navigation” in 
an accident insurance policy in the case 
of Murphy v. Union Indemnity (La.) 134 

So. 256. 

A clause in the policy exempted from 
the risk injuries, fatal or otherwise, sus- 
tained by the insured while in or on any 
vehicle or mechanical device for aerial 
navigation. The insured with some 
friends chartered a seaplane for a trip 
across a lake. They flew across and 
alighted in a river, where the party 
landed. After a time the insured re- 
turned to the plane, which was still 
alongside the shore, and stepped on the 
wing to get aboard. While he was on 
the wing the propeller was revolving, un- 
seen by him. He stepped within its 
path and was fatally injured. 

In an action on the policy it was held 
that the clause mentioned meant very 
distinctly that the company would as- 
sume no risk connected with aerial navi- 
gation and there could be no recovery 
under the policy. 





WOOD ALCOHOL AS “ACCIDENT” 





Insured Mistook Poison for Whisky and 
Became Disabled; Policy Held to 


Cover Loss 


Where an insured intends to swallow 
what he does swallow, but is ignorant 
that it contains poison, a recovery can 
be had under an insurance policy which 
indemnifies against loss by accidental 
means, the Washington Supreme Court 
has ruled in McNally v. Maryland Cas- 
ualty, 298 Pac. 721. 

It was claimed that disability of the 
insured was caused by drinking wood al- 
cohol by mistake, when intending to 
drink whisky. Several questions of fact 
in the case were referred to the jury, as 
to whether or not the disability was 
caused by the wood alcohol, whether 
drinking it was actually a mistake, and 
whether the insured should have fore- 
seen the result. 

However, it was held that if conditions 
should be found as the insured alleged, 
recovery could be had under the policy. 
The court relied on a recent decision, 
Zurich General Accident v. Flickinger, 
33 F. (2nd) 853. 


Independence Indemnity Questions 


Here are a number of questions asked 
by Independence Indemnity agents and 
answered by Human Relations, the com- 
pany publication: 

Does an agent have to be a specialist 
to sell accident and health insurance? 


Emphatically, he does not. He must 
know the coverage of the policy he has 
for sale and be prepared to explain it 
to the prospect. Classifications, rates and 
underwriting requirements are clearly giv- 
en in the Manual. 

Must not an agent know the coverage 
of numerous other companies’ contracts 
to meet competition? 


Competition is largely a bug-bear of 
the imagination in soliciting accident in- 
surance. In any case of real competition 
the home office is prepared to furnish you 
with talking points and even detailed com- 
parisons of policies. 

How can an agent become acquainted 
with underwriting requirements for acct- 
dent and health insurance? 


Read agents’ instructions in the front 
of the Manual. These are designed to an- 
swer the great majority of possible ques- 
tions confronting the agent. The excep- 
tional case can be handled promptly upon 
inquiry to the home office. 

Do you consider direct mail soliciting 
“the bunk”? 

Well, it is if you send out a lot of 
selling letters indiscriminately and expect 
to put your feet on the desk and let the 
dollars roll in. 

On the other hand, if you will send 
out a few properly worded letters each 
day to prospects as carefully picked as 
if you expected to pound the pavements 
to see them individually, and you make it 
a point to follow the letter, or a series of 
them, with a personal call, you will find 
your prospect in an interested frame of 
mind which, as you know, is more than 
half of any sale. 

We have prepared three “approach let- 
ters,” not “direct sales” letters, for the 
sale of accident insurance. They are de- 
signed to be sent out in series five days 
apart, the last of which is to be followed 
by a personal call on a definite day and 
date. The first letter calls attention to 
the foolishness of carrying one’s own risk. 
The second points out the hazards of ac- 
cident and sickness, and the last puts it 
up to the prospect to cancel a definite 
appointment or give you a courteous in- 
terview. 

These letters have been tried and found 
successful. We will be glad to send you 
a folder of them with definite instructions 
for their use. 

It is only asked that you follow out 
the idea exactly and let us know the 
results. 

What is the best way to secure pros- 
pects for casualty insurance? 

By cold canvass soliciting for accident 
insurance. The excuse of calling on a 
man at his place of business will give 
you an idea as to his income and the 
kinds of insurance he should have or be 
interested in. ard 

Can I afford not to solicit my existing 
clientele for accident insurance? 

Emphatically you cannot. If a com- 
petitor sells vour client accident insur- 
ance, he has already sold him the idea 
that he is an aggressive casualty agent 
and you are not. Be known as an ag- 
gressive casualty agent in your locality 
yourself. 


What forms of physical asset cannot be 


replaced except by insurance? 

The ability to work and earn a living. 
Loss by fire, burglary, civil judgement or 
any other loss can be replaced eventu- 
ally from income. Loss occasioned by dis- 
ability is irreplaceable except by insurance. 

We have a client who operates sixty 
stores and desires messenger and interior 
hold-up insurance to cover money and se- 
curities at each location. 
risk of this type be handled? 

A schedule messenger and interior rob- 
bery risk, involving fifty or more loca- 


How should a. 


tions or custodians, must be submitted to 
the home office for computation of pre- 
mium, as it is subject to experience rat- 
ing. Such a nolicy cannot be written for 
-a term of more than one year. 


Will you enumerate the various dis- 
counts that are allowed for certain protec- 
tion afforded the property insured under 
a messenger robbery policy? 


If guards accompany the custodian, the 
basic rate for this kind of insurance is 
reduced according to the number of guards 
employed. A discount of 10% is allowed 
if a private conveyance is provided for 
the exclusive use of the custodian and 
his guards, if any. A discount of 10% 
is allowed for a safe or chest used by 
the custodian, or if a satchel or wallet 
lined with steel is used by the custodian 
and attached by a chain, steel or wire strap 
to his person or to the vehicle in which 
the funds are conveyed. 

Can the insurance under a messenger 
or interior robbery policy be extended to 
cover property left with the insured for 
safe-keeping? 

Such policies may be endorsed to cover 
money, liberty bonds or other securities 
left with the insured for safe-keeping, 
provided the insured has record of such 
property left in his care. 

Does your company write show window 
insurance covering the felonious abstrac- 
tion of merchandise from the show win- 


dow when the premises are open for busi- © 


ness? 


Insurance covering a loss of merchan- 
dise occasioned by the felonious abstrac- 
tion of such merchandise from within any 
show window in the premises, by persons 
breaking the glass from the outside, may 
be written at an annual rate of 1%. For 
blanket insurance covering interior rob- 
bery and show window (when the prem- 
ises are open for business), the premium 
for the interior robbery and show window 
insurance may be discounted 10%. When 
the insurance applies in a greater amount 
on one coverage, only the premium for 
the amount of insurance equal to the other 
coverage is subject to the discount. 

What is an indemnity bond? 

Indemnity bonds, as a class, puzzle many 
agents, including some who have been in 
the business for several years. A bond 
which cannot be otherwise classified is an 
indemnity bond. To consummate business 
transactions some form of indemnity bond 
is frequently required; they vary in form, 
but may be placed in two classes: one 
guaranteeing the payment of money, (pre- 
mium 144% per annum), and the other 
indemnifying against pecuniary or other 
loss (premium 1% per annum). The for- 
mer bond calls for collateral security. 

Indemnity bonds are sometimes used 
by administrators and executors in clos- 
ing estates. The fiduciary may have sat- 
isfied himself that all of the debts of the 
estate have been paid and is ready to 
distribute the assets to the heirs, but he 
cannot do so until the expiration of a 
statutory period without making himself 
personally liable for any undiscovered in- 
debtedness against the estate. It may be 
necessary either to hold the property for 
a time in his custody, or distribute it to 
the heirs and take a bond of indemnity 
from them protecting him in the event 
of any further claims being presented and 
proved for payment. 

A form of indemnity bond frequently 
called for is known as the “lost securities 
bond.” The rate of premium is 2% on 
the penalty of the bond, except for life 
insurance policies, which is 14%. When 
valuable instruments are lost, such as 
bills, certificates of deposit, notes, stock 
certificates, bonds, life insurance policies, 
etc., they cannot be duplicated without 2 
bond indemnifying against loss in the 
event the original is discovered and pre- 
sented for payment. It is perhaps the 
only form of bond which remains in effect 
forever and on which the surety com- 
pany collects only one premium without 
any renewals. 
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